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WE PAY THE BEST COMMISSIONS 
WE HAVE THE BEST SELLING POLICIES 





We have good territory open for direct home office contracts in 
Pennsylvania, Delaware, Ohio, Indiana, Illinois, Missouri, Kansas, Michigan. 
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Reserve Loan Life Insurance Company 
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ACTUARIES’ VIEW ON 
SAVINGS BANK SCHEME 


General Discussion of Question 
Now in Limelight—Is Favor- 
able to the Plan 


SOME AGENTS OPPOSE IT 


Sentiment Due to Crystallize Soon as 
Result of Action by Underwriters’ 
Associations 


; 

The subject of the savings bank—life 
insurance plan was on the program of 
the American Institute of Actuaries, 
which held its fall meeting in Chicago 
last week, and received considerable 
discussion, althought no voice of dis- 
approval was raised. The subject as 
discussed was “Life insurance contracts 
combined with savings bank accounts 
or with home building and loan associa- 
tion membership. Do these combina- 
tions afford opportunity for the greater 
development of life insurance?” The 


discussion did not consider the advisa- 
bility of such a plan, as all of the actu- 
aries who spoke expressed approval of 
the idea. The comment that was forth- 
coming was confined to the details of 
the working plan and the company 
problems involved. There was sume 
criticism as to the success of the new 
idea, but no question as to its fairness 
and practicability. 
Advantages of Working Plan 


The discussion covered the general 
outline of the plan as in use in the dif- 
ferent sections of the country and fur- 
nished a resume of the advantages of 
the working plan. E. O. Dunlap, of the 
Metropolitan, opened the discussion 
with a paper on the benefits to the 
company adopting such a proposition. 
He said that the bank furnishes an in- 
centive to save, with the weight of a 
financial institution, and this is valuable 
to an insurance agency as a soliciting 
force. There is an extensive advertis- 
ing possible through this medium and 
the advertising is linked up with the 
thrift idea. This makes an unusual ap- 
peal to the depositor and the idea that 
it is an insured savings account makes 
a good selling point. Mr. Dunlap said, 
however, that from the dual relations 
between bank and agency great caution 
must be used in drawing the contract. 
Each question that arises must be easily 
and quickly answered. 


A. T, Maclean’s Suggestions 


\n interesting paper was prepared by 
\lexander T. Maclean, of the Massa- 
C insets Mutual and read by one of 
those present. As this company is one 
of the newer entrants into this field of 
insurance, its ideas were of interest. 
Mr. Maclean said that the risks obtained 
under the plan were of the highest type 
and desirable for any company. Peopie 
who were interested in taking out a ten- 
year thrift contract could not be other- 
wise than thrifty people and good risks. 
This resulted in a good mortality rec- 





RENEW LOAN DEMANDS 


BANKS URGE POLICYHOLDERS 





Life Companies Find That Those Hav- 
ing Smaller Policies Are Borrow- 
ing on Their Contracts 


The companies report that there is a 
revival in applications for policy loans. 
During September and October, the de- 
mand for loans was greatly reduced. In 
fact, the situation was almost normal. 
Now, however, the loan departments 
are again busy. Companies operating in 
rural districts say that the farmers are 
seeking loans more and more. Even 
those carrying $1,000 or $2,000 policies 
are demanding the loans. Life compan- 
ies say that banks are advising people 
who carry life insurance policies to se- 
cure loans from their life companies if 
there is an equity in their policies. The 
banks refuse the loans themselves but 
pass the policyholders on to the life in- 
surance companies. Many companies 
are making a systematic study of their 
outstanding policy loans and endeavor- 
ing to interest the policyholders in pay- 
ing back loans and restoring the policies 
to their face amount. The big lapse is 
on policies with outstanding loans. 





ord. For the best interests of the de- 
positors, ordinary life was suggested by 
Mr. Maclean as the best basis for the 








plan. He also said that it would be best 
to have the sales made through the 
company’s salesmen and not by the 


bank’s solicitors. The bank selected for 
the agreement must be of the greatest 
stability as the doubt of this feature 
would not only harm the effectiveness 
of the plan, but would harm the entire 
work of the agency connected 


Mead Favors Term’ Insurance 


As a demonstration of the variance of 
opinion on the entire plan, the question 
of the basis for the working plan was 
taken up. Franklin B. Mead, of the 
Lincoln National Life, said that in his 
belief term insurance was the proper 
basis. He said that the experience of 
his company had shown that. He said 
that the great selling point of such ac- 
counts was the savings account and thus 
the insurance part of the agreement 
must be kept from the front. Sold as 
a savings account it would not be neces- 
sary to have a life policy to surrender 
at the end of the ten-year term. Term 
insurance is the cheapest, serves the 
purpose and would satisfy the depositor. 
It would not create an excessive volume 
of undesirable term insurance on the 
books, as the class of risks is unusually 
good. Mr. Mead commented favorably 
on the general plan and said that it was 
his belief that it would become stronger, 
although time alone will develop its true 
popularity. He did say that in his mind 
the greater sales would be made 
through the outlying banks and not 
through the large down-town banks. 


New Type of Business Enterprise 


J. H. Woodward, of the Equitable of 
New York, said that the bank affords 
a new type of insurance enterprise or a 
means of increasing the company’s in- 
surance from a new source. He said 
that it would not be necessary to sell 

(CONTINUED ON PAGE 21) 





NOT BIG GROUP YEAR| ACTUARIES HOLD FALL 


FEW INCREASES IN WRITINGS 





Volume of Insurance in Force May 
Show Gain as Cancellations Are 


Relatively Light 





YORK, Nov. 22.—The year 
a big one in 
or two com- 


NEW 
1921 will not go down as 
group life insurance. One 
panies that had not gotten their sea 
legs by 1920, the bumper crop year, 
will show a larger production for this 
year than last, but it is not likely 
others will show as much new business 

There will probably be an increase in 
the volume of group insurance in force, 
it seems, because cancellations have 
been small when business conditions 
are taken into consideration. Few em- 
ployers have discontinued their con- 
tracts, though many of the policies ag- 
gregate smaller amounts than formerly 
because of reduced working forces. The 
decrease from the cancellations of cer- 
tificates on men and women removed 
from the payroll has been partly made 
up by increases in the amounts of in- 
surance on those kept on.. Most group 
insurance is written on a basis of poli- 
cies increasing from a minimum to a 
maximum as employes add years to 
their periods of employment with the 
group policyholder. 


Year-End Usually Best 


In previous years a large percentage 
of the year’s group production has been 
in the last month of the year. What 1921 
will bring forth is a question. 

The agent who plans a year-end har- 
vest will have to readjust his group 
sales talk just as he has had to readjust 
his method of selling individual policies 
He must remember that the influence of 
group insurance on the labor turnover 
is a less potent argument than in years 
of labor scarcity; that its influence on 
increased loyalty as reflected in greater 
production per worker will strike a re- 
sponsive chord in the employer who has 
seen the need of bending efforts in the 
direction of lower manufacturing costs; 
that the employer who gives group in- 
surance now when gifts to employes are 
not necessary puts himself in a strategic 
position for the future when employes 
will be in a position to question the sin- 
cerity of employers in their efforts to 
advance the interests of employes. 

Revamp Prospect List 


The agent might well consider a re- 
vamping of his prospect list as well as 
of his line of approach and sales argu- 


ment. One of the biggest group cases 
announced the past year was in the 
shoe industry, which is supposed to 


have gotten farther along the road of 
readjustment than many manufacturing 
lines. However, some group cases have 
been closed in lines of business where 
payrolls were at a minimum on the the- 
ory that the employer would never again 
have the opportunity of starting group 
insurance at so small an initial cost. 


for 
the 


has been completed 
an employes’ insurance plan with 
Metropolitan Life, covering life and 
health and accident features, by the 
Milwaukee Employing Printers’ Associa- 
tion, effective in 27 printing plants in 
Milwaukee. 


Arrangement 


that | 





MEETING IN CHICAGO 


Important Problems of Life In- 
surance Business Dis- 
cussed at Session 


SAVINGS BANK PLAN UP 


Many of Actuaries Express Approval 
of Idea—Much Discussion of 
Substandard 


American In- 
Chicago, 


Che 
stitute 
Nov. 17 
interesting and most 
Institute has held. 
nformal discussion 


fall mecting of the 


of Actuaries, held in 


8, proved to be one of the most 
successful that the 
ol 


here was more 


and there were more 





GRAHAM 
Central States Life 
President of Institute 


GEORGE 
Actuary, 


personal differences on the floor than 


have appeared. at most of the meetings. 
The was held throughout the 


two-day 


interest 


and many valuable 


points were made relative to the prob- 
lems now confronting the actuaries 
directly and also indirectly through com- 
pany, agent or policyholders. President 
George Graham of the Institute, vice- 
president and actuary of the Central 
States Life of St. Louis, presided in his 
usual able manner at all of the sessions, 
except the Friday morning meeting, at 
which James Fairlie of the Mutual Life 
of Illinois, vice-president of the Insti- 
tute, presided. Mr. Fairlie had arranged 
the program and thus was given the 
opportunity to open the informal discus- 
sion as provided. It was a complete and 
well-arranged program, dealing with 
most of the important questions of the 
day. 


program 


Gavel Presented to Graham 


President Graham opened the first 
day’s sessions with an interesting paper 








on the American Men table, which 
showed a great amount of study and 


brought out many ideas on the relative 
value of this table. A diversion was 
offered at the start with an impressiv 
presentation of a handsome gavel to 
Mr. Graham by O. J. Arnold of the 
Illinois Life, representing the Chicago 
members of the Institute. These 13 
members, who have organized a lunch 
club for weekly meetings, extended this 
token of appreciation for the services 
rendered by the president, and Mr. 
Arnold made the presentation in a most 
felicitous talk. Mr. Graham responded 
in equally able style and made the sug- 
gestion that more such lunch clubs 
should be organized. 
Substandard a Big Topic 


The formal part of the program, 
which consisted of a reading of papers 
in response to the papers read at the 
June meeting of the Institute, occupied 
the first day’s proceedings. Most of the 
comment was on the question of sub- 
standard risks, which resulted in a heated 
discussion between several of the mem- 
bers. After several papers advocating 
a broad acceptance of substandard risks 
had been read, L. M. Cathles of the 
Southland Life of Texas entered the dis- 
cussion with some remarks of disap- 
proval and skepticism as to broad practice 


in this line. The question of sub- 
standard writing took first place dur- 
ing the first day, several of the papers 


on other subjects turning to a discus- 
sion on that subject. The paper read by 


Arthur Coburn of the Northwestern 
Mutual Life at the June meeting was 
the basis of the comment, but other 


papers turned to this angle of the ques- 
tion. Most of the papers dealt with it 
from an actuarial viewpoint, covering 
methods of rating, mortality experience 
and loading under different policy forms. 
Most of the discussion favored the adop- 
tion of more extensive writing of sub- 
standard risks, though questions were 
raised on several points. 

Advantage of Long-Term Endowment 


Informal discussion of the new sub- 
jects was taken up at the second session 
on Friday. The first matter considered 
was under the head of “The advantages, 
if any, of long-term endowment insur- 
ance over ordinary or limited payment 
life policies. Methods of increasing the 
sale of long-term endowment policies.” 
J. Charles Rietz of the Midland Mutual 
Life of Columbus, O., opened the dis- 
cussion with the suggestion that long- 
term endowments were most satisfac- 
tory to the insured, insurer and agent. 
He said that it was a satisfaction to the 
insured to obtain the benefits when he 
has reached the period of decreased 
earning power. It is advantageous to 
the company, as it avoids the falling off 
in mortality savings, experienced at the 
higher ages. Considerable discussion 
arose over the question of the loss of 
investment income experienced in the 
endowments. It was generally felt that, 
if correctly loaded, the premiums would 
suffice to take care of all contingencies 
and the decrease in cost of maintenance 
of the policy through noncollection of 
premiums would constitute a saving suf- 
ficient to offset some loss. The experi- 
ence of several companies was given 
and in most cases showed a tendency 
towards the endowment policy, espe- 
cially the long-term. J. E. Flanigan out- 
lined the Bankers Life program of en- 
dowment policies, based on age 85, with 
reducing term rates for five-year inter- 
vals down to age 50, provided the term 
was equal to 20 payments. 

Commission Controlling Factor 

It was pointed out that the sale of this 
form of policy would be increased, if 
the prospects were shown that the ordi- 
nary life policy is no more than an en- 
dowment at age 96, and thus the endow- 
ment at age 65 to 85 offered the same 
idea, with advantages of hastening the 
settlement date. The commission was 
designated as the controlling factor in 
the agents’ selection of a leading policy 
form. and one system of grading so that 
the different forms resulted in the same 

(CONTINUED ON PAGE 15) 
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‘\John H. Nolan, Picturesque Life 


Insurance Figure, Has Retired 


ORE than ordinary interest at- 
M taches to the announcement that 

John H. Nolan, general agent of 
the Travelers at Chicago since 1870, has 
retired from business and will here- 
after make his residence in Los An- 
geles. Mr. Nolan has been on the Pa- 
cific Coast since early in the fall, and 
after giving the matter mature consid- 
eration has decided not to return to 
Chicago or to further engage in busi- 
ness. 

Oldtimers in Chicago remember Mr. 
Nolan very well. He was one of the 
colorful picturesque perscnalities and a 
strong personal producer of a quarter 
of a century ago. As long ago as 1895, 
Mr. Nolan was personally writing $1,- 
000,000 of life insurance a year. Be- 
tween 1895 and 1900 when he was going 
the strongest, Mr. Nolan was gen- 
erally regarded as one of the outstanding 
personal producers of the country. He 
set a new high-water mark for many 
agents to shoot at, and during several 
years led the entire country in personal 
production. 

* * & 


A year ago last September Mr. Nolan 
rounded out 50 years of service with the 





H, NOLAN 


JOHN 


time the officers 
Travelers gave a 
his honor at 


company, and at that 
and directors of the 
complimentary dinner in 
the Farmington Country Club near 
Hartford and presented him with a 
magnificent solid gold loving cup. 

Mr. Nolan has a record to his credit 
that is unique. He has never written a 
policy in any other company but the 
Travelers. At the time when he was 
landing big business, he would place 
the limit in his own company and then 
inform the assured that if any additional 
insurance was desired, it would have to 
be obtained through another agent in 
another company. He did not place his 
excess business in other companies. He 
had an intense loyalty to the Travelers 
and would not turn a hand to see any 
form of insurance written in any other 
company. This was a most unusual 
stand to take when it is considered that 
Mr. Nolan could have made a small 
fortune in placing excess business. 

es « 


Throughout his business life Mr. 
Nolan was possessed of almost bound- 
less energy. He was one of the hardest 
workers that ever got into the life in- 
surance business. He took a general 
agency for the Travelers at a time when 
the company was small, had not estab- 
l'shed a reputation, and was practically 
unknown in Illinois. He decided to build 
up a business for the Travelers through 
personal production. He never gave 
very much time to establishing an 
agency force. He talked, ate and slept 





saw more life insur- 
ance prospects in one day than most 
agents see in a week. He was so full 
of his subject that when he got through 
his selling work in the day time, he 
would spend considerable time in the 
evening creating pamphlets, booklets 
and selling literature of all kinds. A 
great deal of the printed material that 
the Travelers got out in the early days 
came from the pen of Mr. Nolan, and 
was either used as written or with slight 
modification. Only last week Mr. Nolan, 
who is now 80 years of age, sent to one 
of the Chicago agents of the Travelers 
a seven-page hand-written letter in 
which he outlined the Travelers’ strong 
selling arguments. In his communica- 
tion to the agent, Mr. Nolan said that 
a new agent has to be as careful of ex- 
clusion as inclusion in formulating a 
selling talk. He outlined in his letter 
the unnecessary things that an agent 
might just as well leave out. Today, at 
80, Mr. Nolan is full of vigor, and his 
mind is on the life insurance business. 


the Travelers. He 


* * * 


For the last 15 years or so Mr. Nolan 
has lived at the Union League Club in 
Chicago. On his 70th birthday he 
walked from his club to Evanston, the 
Chicago suburb 15 miles removed from 
the center of the city, and back again. 
Each year since that time he has re- 
peated the performance. Every Sunday 
during recent years Mr. Nolan spent al- 
most the entire day in walking. He 
liked nothing better than to start out 
early in the morning and keep at it all 
day. He had a most unusual amount of 
vitality for one of his years. 

* * * 


In his presentation of hfe insurance 
Mr. Nolan was forceful and convincing. 
He was of a very positive term of mind. 
He dd not believe in mincing words. 
He stated his case clearly and emphat- 
ically, and when he was selling the most 
business, closed cases very quickly. His 
manner was such as to sweep his pros- 
pects off their feet. In many instances, 
his attitude was almost aggressive. He 
with 


did not believe in wasting time 
lengthy preliminaries, but cut right 
through to the heart of his subject 


without wasting time. 

Mr. Nolan has great faith in the fu- 
ture of the Travelers. Early in the game 
he bought congiderable stock in the 
company and today is one of the largest 
stockholders in the Travelers. His hold- 
ings have increased many times in value 
and his profits from his Travelers’ stock 
alone has netted him a tidy sum. 


* * * 


During the time that John B. Lunger, 
who later went with the Equitable Life, 
vas with the Travelers, the company 
decided to go on the branch office sys- 
stem. It was then that a branch office 
was established in Chicago, but the old 
general agency arrangement with Mr. 
Nolan was not disturbed. About ten 
year ago Mr. Nolan practically retired 
from active business life. Since that 
time he has maintained an office and 
has carried on more or less business by 
mail, but he has not spent much time 
in personal production. He has a very 
large renewal income. 

* * * 


When Mr. Nolan started for Chicago 
from the east in 1870 to take the Trav- 
elers’ agency, L. F. Butler, now presi- 
dent of the company, had not been born. 
During the first 30 or 35 years of his 
connection with the Travelers, Mr. No- 
lan pursued the elusive prospect with a 
persistency and energy that has seldom 
been equaled. On some of his best days, 
it is said that he almost ran from one 
prospect to the other. He put an un- 
common .amount of intensity into his 
work, and succeeded in accomplishing a 
very great deal during a working day. 








ARRANGING DE TA 1 Ls S 


ANNOUNCES NEW BANK PLAN 





Northwestern National of Minneapolis 
Will Make Use of Savings- 
Insurance Idea 





The Northwestern National Life of 
Minneapolis announces that it has for- 
mulated a savings- insurance plan simila: 
to those in operation throughout the 
central west. The details of the North 
western’s plan have not been announced 
except that the sale of the account will 
be handled exclusively by the agents oi 
the company and not the bank. Th« 
Northwestern National was convinced 
that there was a great public demand 
for this scheme, but it also believes 
that it would not be fair to the agents 
to place them in direct competition with 
bank solicitors. It is also believed that 
the depositors entering this plan will be 
better served by experienced and trained 
insurance salesmen than would be pos- 
sible with those selling merely the sav- 
ings account. This idea also relieves the 
banks of selecting and managing a 
special corps of salesmen. No new 
force will have to be created, the present 
agency force doing the work. W. Rolla 
Wilson, second vice-president and su- 
perintendent of agents, mm announcing 
the plan, said that the ‘present financial 
condition throughout farming com- 
munities called for some such scheme to 
secure a substantial volume of business 

Advantages of the Pian 


The chief advantages of this “thriit 
and protection plan” are outlined by Mr 
Wilson as follows: 

1. It insures a savings account in the 
event of the premature death of the de- 
positor. 

2. It enables the policyholder to pay 
his premiums monthly, thus extending 
the benefits of life insurance to a large 
class who are unable to pay yearly or 
even quarterly premiums. The experi- 
ence of automobile, piano and furniture 
dealers in largely increasing their sales 
through monthly instalments is analag- 
ous, 

3. It gives the life 
sentative a favorable approach to a 
large class who may be easily influenced 
to enter upon a program of thrift. 

4. It brings the benefits of savings to 
the attention of a large number who 
would never voluntarily begin a savings 
account without personal solicitation 


insurance repre- 


More Funds for Farm Loans 

Des Moines insurance companies, 
which have for years been dealing in 
farm mortgages, report that funds are 
becoming more plentiful for farm mort- 
gages and that interest rates on such 
loans have been reduced. Mortgage 
money which a few months ago was 
commanding 8 percent aud commissions 
is being put out now by one big wes 
Moines company at the rate of a millio1 
dollars a month at 6% percent flat. ™ 
surance men aver that there has been no 
actual shortage in farm mortgage 
money, but that there has been an 4p- 
parent tightness due to the heavy d 
mand for new loans and a slower rate o! 
repayment for old ones. 

As policy loans are now being repa 
and the war finance board is oui g 
money to the Iowa banks so that t! 
farmers can be taken care of during th« 
season of depressed prices on farm stuff, 
the situation is remedying. Now that 
money is becoming easier, a sharp com- 
petition has developed for mortgas' 
business as evidenced by the fact th 
companies will now loan on a valuati 
of $100 per acre as against $75 forme: 








He was strong-willed, inclined to 
opininated, but above all, aggress 
forceful and determined. He mad 


record in life insurance that will long 
stand as a monument to a most unus 
man. As the Travelers branched 
into other lines, Mr. Nolan took them 
on and devoted some thought and at- 
tention to them. However, he always 
produced principally life insurance. 
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ACTUARY MEAD TELLS 
OF SUBSTANDARD RISKS 





Data Covering Ten Years Given 
American Institute of 
Activities 


EXPERIENCE FAVORABLE 


Extended Cover to Almost All 
Applicants Through Develop- 


Have 





ment Work 
Franklin B. Mead, secretary and actu- 
ary of the Lincoln National Life, gave 


some especially interesting observations 
in regard to that company’s experience 
business at the fall 
the American Institute of 

Chicago last week. In 
Mr. Mead said: 


with substandard 
meeting of 
Actuaries in 
that connection 


“The company with which I am con- 
entered 


nected the substandard field 





FRANKLIN B. MEAD 
Actuary, Lincoln National Life 


upon my recommendation just ten years 
It began in a restricted way with 
occupational risks, build and family his- 
types and an occasional simple 
medical impairment. Gradually the 
of the work was broadened until 
we are able to grant insurance 
protection to almost all applicants, actu- 
ally declining, in our recent experience, 
not over 1 or 2 percent. To be explicit, 
our rate of rejection during the period 
trom Jan. 1, 1920, to June 30, 1921, was 
“ percent. This, however, is based 
upon the entire business submitted by 
our agents, some considerable propor- 
tion of which represents brokerage of 
risks recently declined by other com- 
1 The rate of rejection on 
rokered risks is many times higher 
1an on those submitted in the normal 
se of business resulting from_ the 
direct canvas of our agents in the field. 
Our rate of rejection on this latter class 
of business, excluding the brokerage 
business, is not in excess of 1 percent. 
his low rate of rejection we have ac- 
omplished through the issuance to the 

ore hazardous types, some of which 
are rated as high as 500 percent of en- 


dowment policies with increasing insur- 
ance 


ago. 


tory 


scope 


today 





Heart Murmurs Main Impairment 


“The extent of our substandard busi- 
ness is not inconsiderable as we issued 
over 7,000 substandard policies in 1920, 
heart murmurs being, as with the New 
‘ork Life, the principal impairment, 





wi LSON Is PRESIDENT TAX REVISION NEEDED 





TEXAS CONVENTION ELECTS 





Amicable Life Executive Heads Life 
Company Organization in That 


State for Coming Year 





WACO, TEX., Nov. 22.—At the reg- 
ular quarterly meeting of the Texas 
Life Convention, held here, the follow- 
ing officers were elected for the ensuing 
year: President, A. R. Wilson, presi- 
dent of the Amicable Life, Waco; vice- 
president, A. H. Rodes, president of 
the Two Republics Life, El Paso, and 
H. M. Hargrove, president of the San 
Jacinto Life, Beaumont; secretary,. E. 

x. Brown, actuary of the Southwestern 
Life, Dallas. 

The members of the convention dis- 
cussed the work of the organization for 
the past three months and outlined work 
which it expected to accomplish before 
the next meeting. The organization is 
endeavoring to bring about a closer co- 
operation among the life insurance 
companies of Texas and reports of the 
officers indicated it is succeeding in its 
endeavors. 

The next meeting will be held in Dal- 
las the second Saturday in February. 
Members of the association plan to at- 
tend the annual sales congress of the 
North Texas Life Association of Life 
Underwriters in Dallas. 


640 in number or about one-fifteenth as 
many cases as entered into the experi- 
ence on heart murmurs presented by 
Mr. Hunter and Dr. Rogers in the fall 
of 1919. 

“The order of frequency of our 
pairment types closely coincides 
that of the New York Life, as 
in the paper presented by Mr. Hunter 
and Dr. Rogers recently before the Ac- 
tuarial Society of America and before 
the Association of Life Insurance Med- 
ical Directors, although albuminuria is 
second with us instead of overweight, 
due probably to the fact that their busi- 
ness is more generally found in the 
cities than our own, where the sedentary 
overweight is in the ascendency. While 
our three principal impairments are the 
same as theirs, instead of constituting 
nearly one-half of the total they con- 
stitute only a little over one-fourth. The 
indications are, therefore, that the other 
impairments throughout constitute a 
somewhat larger percentage of the total 
with us than they do with them. 


im- 
with 
shown 


Two Classes Compared 


“That we have attained substantial 
equity between our standard and sub- 
standard classes is illustrated by the 
fact that in 1920 the mortality on our 
business as a whole was 47.2 percent of 
the expected, whereas on our substand- 
ard business the mortality ratio was sub- 
stantially the same, 44.2 percent. The 
lower mortality experience on substand- 
ard business may properly be ascribed 
to the fact that we had a larger propor- 
tion of first year business in our sub- 
standard group in 1920 than we did in 
our standard group and the mortality on 
our first year of substandard business 
was particularly light. The mortality 
on our substandard business taken as a 
whole seems to increase rapidly until the 
third or fourth year, when it begins to 
diminish somewhat. 

“The accusation is frequently made 
that a substandard company gets the 
‘rating-up habit... A company which 
does a substandard business is much 
more consistent in its underwriting than 
a company purporting to do only a 
standard business for the reason that it 
develops a more accurate sense of the 
mortality value of risks through the use 
of the numerical system than a company 
which merely attempts to accept or de- 
cline risks, and in reality it docs not 
rate up a risk (at least this is true of our 
own company) unless there is good rea- 
son to believe that the mortality factor 
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IOWA CONDITIONS DISCUSSED | 


Commissioner Savage and Executives of 
Iowa Companies Heard by 
Legislative Body 





DES MOINES, IA., Nov. 22.—Un 
less various states get together and 
adopt a uniform system of tax laws, the 


federal government will step in and take 
the insurance business out of the hands 
of the states, so Commissioner Savage 
told the joint legislative tax commission 
in session in Des Moines. This tax 
commission, composed of members of 


the lowa senate and house of represen- 
tatives, is working along the line of re- 
vising the tax laws as instructed by the 


recent legislature. 
Commiss:oner Savage 
in his demands that the 
as relating to insurance companies be 
clarified. He told the commission that 
lack of uniformity in the amount of de- 


was emphatic 
lowa tax laws 


ductions permitted inmsurance companies 
in various states is a very serious prob- 
lem. Every foreign company doing 
business in lowa must rewrite its poli- 
cies so as to conform to the lowa laws, 
he said. This is an expensive burden 
put upon the outside companies which 


wished to enter Iowa. 


As for the lowa law, he stated that it 


must be made clear and intelligible 

“The New York Life has brought 
suit against the treasurer of state to 
determine the interpretation of lowa’s 
insurance tax statutes, and if the com- 
pany wins, the state will lose $300,000 in 
taxes from insurance companies,” said 
the commissioner. 

A number of Des Moines insuranc« 
men .spoke to the commission on 
changes that the Iowa insurance tax 
laws need. Among them were Henry 
S. Nollen, president of the Equitable 
Life of Iowa; Frank I. McGraw, actu- 
ary for the Bankers Life, and Emory 
H. English, former insurance commis 
sioner and now president of the lowa 
Bonding & Casualty. 
is such as to bring it into the sub- 
standard class. 

“So far as our own company is con- 
cerned, I have observed the effect of 
substandard bus’ness very closely for 
the past few years and I have noticed 
that its effect has been that we accept 
for standard insurance a great number 
of risks which are rejected by other 
companies his, however, is not the 


issuing standard policies 
are likely to give us a 
high mortality, but because we con 
fidently believe that the risks are well 
within the standard limit and our ex 
perience so far has demonstrated that 
we are correct in this belief. It is quite 
true that there are risks accepted 
for standard insurance by companies 
doing only a standard which 
we would consider substandard, but 
opinions differ, naturally, as to the valu 
of some risks, as is instanced by the 
fact that some companies doing only a 
standard business accept isolated rsks 
from time to time that another company 


result of our 
on risks that 


some 


business 


do‘ng only a standard business would 
reject. 
Mortality in Various Types 

“The indications are, although out 
volume in the various classes is not yet 
sufficient to give a reliable average, that 
the mortality in the various types of im- 
pairments vary considerably from the 


published experience of 
due, probably, as inti- 


corresponding 
other companies, 
mated by the authors in the 
of their paper to ‘different methods of 
selection or different practices’ 
and probably also to different habitat or. 
rather, environment. This k the 
thought that the treatment or handling 


conclusion 
business 
ads to 


is a 


business 


of substandard matter of 
evolution resulting from careful and 
painstaking study of the subject as ap- 


(CONTINUED ON PAGE 19) 
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LIFE PRESIDENTS WILL | 
GET VALUABLE FIGURES 


Statistics on Four Separate Lines 
to Be Submitted at Annual 
Meeting, Dec. 8-9 


ANNOUNCE NEW SPEAKERS 


Canon Cody of Toronto, Dean West of 
Princeton and President Holcombe 
of Phoenix Mutual 
NEW Nov. 22.—In an en 


deavor to 


YORK, 


discover what is their imme- 


diate further part in the present common 
to restore coun- 


life 


business men 
stability, 


effort of 
insur- 
the 
Association of 
Dec. 
original statistics 


try-wide and world 


ance executives who will attend 


annual convention of the 


Life Insurance Presidents here 


8-9th are contributing 


from their records covering four separ- 


te lines of investigation. So that these 


higures may reflect actual current con- 
ditions, the statistics will be brought 
down to within six weeks of the date 
of the convention. 

One compilation will relate to the 


condition of national thrift as expressed 
in the amount of new life insurance be- 
ing taken out by the American people 


this year. Its result will reveal whether 
the financial stringency of 1921 has 
caused any widespread diminution in 
the demand for new life insurance pro- 
tection. In common with other lines of 
business, life insurance experienced a 
most remarkable expansion in the 
amount of new business written in 1919 


It increased from $5,000,000,000 
to $8,000,000,000 in 1919 and to 
$10,000,000,000 in 1920, practically dou- 
bling in two years. The definite infor- 
mation as to this year’s new life insur- 
will be of much interest to the 
world generally, as well as to 

men, for it will afford 

index to the current financial 
the American people. 


Experience With Policy 


and 1920 
in 1918 


ance 
bus ness 

nmsurance one 
important 
condition of 


Loans 


A second compilation will be a com- 
posite of the experience of the companies 
as to demands for temporary financial 
assistance provided for policyholders 
by the loan clauses in their contracts. 
Borrowing by life insurance policyhold- 
ers reached record low marks in 1919 
and 1920. It ts already known from 
individual company experience that such 
borrowings are now on the up-grade, 
but the extent of such increase in 1921 
will not be disclosed until the statistics 
are all in and have been compiled. These 
statistics will picture the aggregate cur- 


rent policy loans being made through- 
out the country in contrast to those of 
prior years and, together with new in- 


surance writings, should serve as an 


important combined index for business 
men gencrally. This statistical survey 
will divide the country into groups of 
states, so that a regional study may be 
made 

\ third line of statistical inquiry in- 
volves a ten-year trend of life insur 
ance trust fund investments, particu- 
larly with regard to their contribution 


to national development 


Statistics on Health Conditions 


The fourth tabulation, it is believed, 
will afford a novel barometer of the 
up-to-date state of the nation’s physical 
health Life insurance companies, 
through their daily contact with the na- 
tion’s families by means of the payment 
of claims for death, compre 
hensive and accurately classified record 
of fatal diseases affecting a clientele of 
approximately one-half the entire popu- 
lation of the country. From these com- 
piled reports there becomes available a 


possess a 
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definite and practically instantaneous 
reflection of the actual conditions of 
health, month by month, in every sec- 
tion of the United States. The aggre- 
gate statistics will represent such ex- 
perience of companies transacting about 
75 percent of the life insurance business 
of the country. As most of these com- 
panies do business in every state, the 
figures will reflect a nation-wide con- 
dition. 
Big Men on Program 


The convention will have the addi- 
tional benefit of contemporary views 
expressed by men of eminence in the 
conduct of affairs of government and 
education. There will also be in attend- 
ance many state officials in charge of 
the supervision of insurance business. 

Thus the executives attending the 
conference will have before them a 
sound basis of facts covering the health, 
wealth and present needs of the nation 
that will enable them to discuss intelli- 
gently the problems confronting them 
and other national business institutions. 

The program as previously announced 
has been completed by the addition of 
the following addresses: 

“Nationalism, Internationalism and 
Supernationalism,” Rev. Canon Cody, 
Rector of St. Pau!l’s Church, Toronto; 
a governor of the University of To- 
ronto and ex-minister of education for 
the Province of Ontario. “Cheers vs. 
Service,” Andrew F. West, Dean, Grad- 
uate College of Princeton, Princeton, 
N. J. “New Life Insurance Business of 
1921; What It Means,” John M. Hol- 
combe, President Phoenix Mutual Life. 

Owing to a necessary business trip 
out of the state at the time of the con- 
vention, Governor Miller of New York 
will not be able to carry out his original 
acceptance of the invitation to take part 
in the proceedings. 


COLORADO TANGLE TO COURT 





Two Claimants to Office of Insurance 
Commissioner Agree to Let 
Supreme Court Decide 





After consulting his attorney, Eavl 
Wilson, deposed insurance commis- 
sioner of Colorado, announced he would 
accept the offer of Insurance Commis- 
sioner Jackson Cochrane to let the su- 
preme court decide the controversy 
surrounding Mr. Wilson’s dismissal by 
the civil service commission. Mr. Wil- 
son will quit immediately as insurance 
commissioner if the supreme court up- 
holds his position, he said. 

“I’ve been offered a better position 
than that of insurance commissioner,” 
Mr. Wilson said. “If the supreme court 
upholds me, I’ll quit as insurance com- 
missioner immediately. But I intend to 
push the case to the limit to vindicate 
myself, if possible.” 

Attorneys for Wilson and Cochrane 
have been in consultation as to the 
means to be employed to bring the 
matter before the supreme court at the 
earliest possible moment. They prob- 
ably will ask that the supreme court 
take original jurisdiction and pass upon 
all the issues. 


Reinsured by Liberty Life 


The Farmers & Merchants Mutual 
Life & Casualty of Topeka, Kan., has 
been reinsured by the Liberty Life of 
Topeka. The Farmers & Merchants 
was organized by H. W. Lockard in 
1916 and has been quite a prosperous 
company, writing chiefly accident and 
health protection. Internal troubles 
among Officials of the company forced 
it into the hands of a receiver last week. 
The company owned some valuable as- 
sets and had a good line of business 
so that it was worth while for the Lib- 
erty Life to take over the business and 
protect the policyholders. 


New Jersey Manager Louis F. Paret 
of the Provident Life & Trust is one of 
the able speakers selected to address 
the Forum of the Chamber of Commerce 
of Camden, N. J., on the general topic— 
“What's Ahead.” 
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CROCKER NEW HEAD OF 
JOHN HANCOCK MUTUAL 


Senior Vice-President of Company 
Advanced, Following Death 
of R. O. Lamb 


STARTED AS BOOKKEEPER 


New Executive Has Worked Up From 
the Ranks—Is Profound Student 
and Able Speaker 


BOSTON, MASS., Nov. 22.—Walton 
L. Crocker, senior vice-president of th« 
John Hancock Mutual L fe, was elected 
president of the company at a special 
meeting of the directors of the com- 
pany Thursday to succeed the late 
Roland O. Lamb, who died Nov. 14. 

Mr. Crocker, owing to the long illness 
of President Lamb, has been filling the 
duties of president of the company for 
more than a year and his election to the 
chief executive position was considered 
certain. Among Mr. Crocker’s activities 
has been the conception of a new home 
office building for the company and 
already one of the largest and costliest 
buildings in New England is near com- 
pletion in Boston’s exclusive Back Bay 
district, soon to be occupied by the 
company’s forces. 

The new president is a profound stu- 
dent of life insurance and a man of 
broad vision, an able speaker and in 
constant demand for addresses upon life 
insurance topics. A most approachable 
man, he has for some time embodied the 
ideals of the company and been looked 
to as the logical chief executive. 


Mr. Crocker’s Career 


Mr. Crocker has risen to the head of 
the organization through splendid abil- 
ity and executive judgment, rising step 
by step from the lowest offices. He was 
born in Plymouth, N. S., Feb. 8, 1868, 
and removed to Cambridge, Mass., in 
1871. He went through the public 
schools and then took a position with a 
wholesale druggist in Boston. He later 
became clerk and cost accountant for 
the Boston & Maine Railroad, where he 
remained until March, 1891, when he 
was called to the John Hancock as head 
bookkeeper. In 1895 he was made as- 
sistant secretary and was advanced to 
secretary in 1903. He was made direc- 
tor in 1909. 

On the death of President Rhodes in 
1912, Mr. Lamb became president and 
Mr. Crocker third vice-president in addi- 
tion to his duties as secretary. He was 
made vice-president in 1917 and relieved 
of his duties as secretary. On the death 
of Arnold A. Rand in 1918 he was made 
senior vice-president and has been act- 
ing president during the illness oi 
President Lamb, which extended over 
thirteen months. 

Mr. Crocker is married and lives in 
Brookline, Mass., and among his other 
activities is considered one of the best 
amateur golfers in the state. 


Mutual Benefit’s Hartford Meeting 


The Connecticut field forces of the 
Mutual Benefit held their annual agency 
convention last week in Hartford, with 
State Agent William H. Griswold pre- 
siding. About 50 agents were present 
and enjoyed the rally which took an 
optimistic attitude toward present day 
conditions. The Connecticut forces will 
not be able to equal last year’s total, but 
with an achievement of the 1919 figure 
a good record will be made. Mr. Gris- 
wold has built a strong agency force, 
continuing the work of the late Col. 
Arthur J. Birdseye, formerly _ state 
agent. 
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PLANS FOR BUREAU 
OF RESEARCH GIVEN 


Four Main Avenues That Will 
Be Traveled by 
Investigators 








WILL STUDY SALES COST 





Much Interest Is Being Taken in the 
Establishment of This 
New Work 





NEW YORK, Nov. 22.—There is 
much interest at company headquarters 
as to the project sponsored by the As- 
sociation of Life Agency Officers to 
establish a central bureau of research at 
Carnegie Institute in Pittsburgh to 
make investigations as to the acquisition 
and distribution of life insurance. In 
other words, the research will be along 
salesmanship lines in order to arrive at 
scientific conclusions as to how best to 
attain the greatest efficiency in select- 
ing and training salesmen, the best 
methods of selling, and so on. 


Selection of Salesmen 


The first subject to be taken up un- 
doubtedly will be the selection of sales- 
men. One of the handicaps of the gen- 
eral agents and sales managers today is 
to be able to judge approximately 
whether a man is fitted for life insur- 
ance salesmanship or not. Winslow 
Russell, vice-president of the Phoenix 
Mutual Life, in his report for the educa- 
tional committee of the Life Agency 
Officers stated that the percentage of 
failures of those having taken the life 
insurance salesmanship course at Car- 
negie is too high. He declared that he 
was convinced that more attention must 
be given to the pre-selectién of material. 
If the companies had some better idea 
as to the qualities and traits that enter 
into life insurance salesmanship that 
insure success, they would be able to 
more quickly eliminate the fa‘lures. It 
is acknowledged even by those who 
pooh-pooh adventures of this kind that if 
it were possible to make a better selec- 
tion of men in the start, the big waste 
of agency building would be cut down. 


Study the Buyers 


In the second place, the Bureau at 
Carnegie should study the purchasers 
of life insurance. Some of their reac- 
tions might have a very important bear- 
ing on the conservation of life insur- 
ance. In other words, these investigators 
could well afford to make a_ sur- 
vey of the buyers of insurance and as- 
certain their attitude to it, both before 
buying and after. 


Studying the Territory 


In the third place, there could be a 
study of territorial questions for the 
purpose of analyzing territory as to pop- 
ulation, per capita, wealth, industries, 
chief lines of business, educational 
facilities, and so on, so that the assign- 
mg of quotas might be on a more scien- 
tific basis. Dr. Hammerschlag, presi- 
dent of Carnegie Institute. in his talk 
before the Life Agency Officers, said 
that companies are not analyzing local 
conditions as they should and are as- 
Signing quotas on a hit or miss basis. He 
believes that sufficient data can be 
selected to enable companies to arrive at 
correct conclusions as to the amount of 
life insurance that a given territory is 
capable of buying. 


Study of Marketing Cenditions 


In the fourth place, there could be-a 
study of marketing conditions and espe- 
cially marketing costs. This in a way 
is the most imvortant auestion that the 
Burean might investigate. Today there 
's undoubtedly a big waste in writing 








Under a full head of steam, 
which it maintained through 
all the spend-fest days of 
easy business 


The Lincoln Life 


__ is going right ahead 
and writing more business than ever before 


It continues to enlarge its departments of 
service and to give enlarged co-operation 
to its field men and policyholders. 


Right now there are exceptional opportunities 
In 
North Carolina where The Lincoln Life 


has already established several strong 
agencies. 


Making contracts direct with the Home 
Office and supervised under a State 
Manager of national repute as a sales 
strategist, The Lincoln Life is building 
a very high class agency organization in 


North Carolina 


Men with sales ability in The Old North 
State are finding it profitable to 
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life insurance. If it can be done more 
efficiently and economically, such a 
project would be well worth while. 
Any one of these lines of research 
would keep a considerable group of in- 
vestigators busy for a long time. It is 
the belief of those who have given con- 
siderable thought to the subject, that a 
research bureau of this kind could turn 
out material that will help the agency 
managers to bring down the uninsured 
human values that today exist in this 
country to such an enormous extent. 
As already announced, John M. Hol- 
combe, Jr., in charge of the research 
work at the home office of the Phoenix 
Mutual Life, will take charge of the 
new bureau at Carnegie as business 
manager if it is established. It will be 
Mr. Holcombe’s duty to bring this 
bureau before the home offices and to 


solicit their financial aid in maintain- 
ing it. 

Mr. and Mrs. Arthur W. Larsen are 
the proud possessors of their first 


daughter. Mr. Larsen recently became 
assistant secretary and assistant actuary 
of the Volunteer State Life. 

















NEW BANK-PLAN FIGHT 





NOW STARTED IN MILWAUKEE 





Agents of New England Mutual Adopt 
Strong Resolutions—Will Go 


to Association 





MILWAUKEE, WIS., Nov. 22.—The 
adoption of a resolution by the annual 
agency conference of the New England 
Mutual Wisconsin and Upper Michigan 
territory, A. L. Salzstein, manager, op- 
posing bank-insurance plans, this week 
opened up the campaign in Milwaukee 
by opponents of that plan, and a warm 
battle is expected, reaching into the in- 
ner circles of the Milwaukee Associa- 
tion of Life Underwriters. It is pre- 
dicted that the contest will easily be- 
come the warmest that has ever occurred 
in the history of life insurance, so far as 
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as matters affecting agencies are con- 
cerned. 
Will Carry on Fight 


Mr. Salzstein announced on Tuesday 
that he proposed to carry the fight into 
the Milwaukee Association of Life Un- 
derwriters and that he was assured of 
strong and formidable support by other 
prominent life managers here who look 
askance at the bank-insurance plans 
that are being developed. He said that 
the action of the Cleveland association 
was timely and proper and that associa- 
tion is to be commended on its advanced 
stand. 

Mr. Salzstein stated further that he 
and those who side with him regarding 
bank-insurance plans see in  bank-in- 
surance plans a drift toward the “10- 
cent store idea and mail order house 
merchandising” of life insurance, just 
at a time when life insurance has 
reached a formidable stage of real 
service to the public through experi- 
enced and properly educated life in- 
surance salesmen. 

It is interesting in this connection 














ganization warmly 


‘from 


representatives 





that the next meeting of the Milwaukee 
association, set-for Nov. 30, has as its 
announced subject a talk on the Harris 
Trust plan by Darby A. Day, Chicago 
manager of the Mutual Life of New 
York. The announcement stated that 
Mr. Day is the originator of this plan. 

Mr. Salzstein stated to the UNper- 
WRITER reporter that he.is a member of 
the Chicago association and that he is 
going to see to it that a resolution op- 
posing bank-insurance plans is pres- 
ented for action to that association. 

He predicted that life underwriters’ 
associations over the country will have 
to meet the issue, which he pronounced 
as the biggest since “the days of the 
tentine fight.” He strongly condemned 
the bank-insurance plans as a blow to 
legitimate life insurance salesmanship 
and service at the meeting of his agency 
forces. 

New England Mutual Resolutions 


The resolutions adopted unanimously 
by the New England Mutual agents 
here this week, at the close of the an- 
nual conference, were as follows: 

Whereas, We the Wisconsin agency 
organization, appreciate and commend 
the hearty cooperation of banks and 
trust companies in advocating that the 
public adequately insure, however, being 
convinced that any direct or indirect 
affiliation between insurance companies 
and such other financial institutions in 
life underwriting—for large or small 
volume—would be greatly deplored, and 

Whereas, Our attention has been di- 
rected to the fact that certain banks and 
trust companies in our state are com- 
bining life insurance with saving ac- 
counts, and other banks are considering 
the combination. Now, therefore, it is 

Resolved, That, we the Wisconsin 
agency organization, for the best inter- 
est of all concerned, do not approve of 
the plan for the following valid reasons: 

1. The service to policyholders would 
be inferior to that now furnished by 
life insurance representatives, creating 
unfriendliness toward both insurance and 
banks. 

2. The cost of collection service would 
be excessive. 

3. Would disturb the present harmony 
between insurance companies and banks 
and produce unfavorable results to both. 

4. Would not be salutary to high 
grade life underwriters; would destroy 
much of the good contributed by col- 
leges, sales congresses and general 
agents to attract capable men. 

5. Would tend to a return to old 
pernicious practices, long since corrected 
and lived down by the untiring efforts 
and loyal and farsighted men. 

6. Company officials cannot afford to 
tear down and disrupt agency loyalty 





and organization for whatever volume 


of business may be obtained from this 
source. 
Commends Wisconsin Banks 
Be It Further Resolved, That this or- 
commends our Wis- 
seeing the danger 


consin banks, which, 
have refrained 


of such combination, 
it. 

That we request companies and their 
throughout the United 
States to cancel all outstanding arrange- 
ments of this kind and for the good of 
the public, decline to make similar com- 
binations in the future. 

That copies of this resolution be em- 
bodied in our Weekly News Letter and 
copies mailed to all companies transact- 
ing business in this state and to Platt 
Whitman, Wisconsin insurance comm!'s- 
sioner. 


Companies Lose in “Suicide” Case 


Mrs. Anna L. Waters was awarded 
judgment for approximately $30,000 by 
a jury at Little Rock, Ark., against 
New York Life and the Travelers 
on life policies held by her husband 
Edwin Waters, formerly superintendent 
of the Bauxite mines, who died Oct. 90 
1920, from a gunshot wound. 

The insurance companies sought 
show that Waters’ death had been 
result of suicide. Waters was iow! 
dead at the Bauxite mines with sever 
gunshot wounds in his body. Attorneys 
for Mrs. Waters contended that Waters 
had been murdered. The court he 
that the burden of proof was on the de- 
fendants, and that unless suicide was 
established, the presumption of the !aw 
was that the victim had been murdered 
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AGREE ON NEW TAXES 
FEDERAL LEVIES DETERMINED 


Senate and House Conferees Adopt 
Most of Provisions of Bill Passed 
by Senate 


WASHINGTON, D. C., Nov. 22.— 
The senate and house conferees on the 
new revenue bill have agreed upon the 
taxes on insurance companies substan- 
tially as written into the Fordney tax 
bill by the senate, the only changes be- 
ing of a clerical nature and declared by 
the experts who drew the provisions to 
have no effect whatsoever in any other 
direction. 

Briefly explained by the tax experts 
assigned. by the treasury department to 
assist the senate finance and house ways 
and means committees the provisions 
are as follows: 

Whole System Changed 


“The bill changes the system of in- 
surance taxes. It repeals the premium 
taxes and the stamp taxes upon indem- 
nity and surety bonds and exempts in- 
surance companies from the capital 
stock taxes. There is imposed a 12% 
percent tax in lieu of all other taxes in 
the following manner: 

“In the case of life insurance com- 
panies, upon their investment income 
from interest, dividends and rents. 

“In the case of insurance companies 
other than life and mutual, upon the net 
income of such companies from invest- 
ment income and from underwriting in- 
come computed on the basis cf the un- 
derwriting and investment exhibit of 
the annual statement approved by the 
National Convention of Insurance 
Commissioners. 

“In the case of mutual insurance 
companies other than life, upon the net 
income of such companies computed in 
the same manner as under existing law.” 


Rate on Corporation Incomes 


An agreement was reached by the 
conferees on a rate of 12% percent on 
corporation incomes. The present law 
provides a rate of 10 percent with a 
$2,000 exemption for all domestic cor- 
porations. The senate sought a rate of 
15 percent, but split the difference, com- 
ing to the rate adopted by the house of 
124% percent, with a specific exemption 
of $2,000 for corporations, insurance 
companies included, whose annual net 
income is $25,000 or less. 

The conferees of the house refused 
the higher corporation income tax rate 
because they had been compelled by 
action of the house itself to agree to the 
surtax rates proposed by the senate for 
application against individual incomes. 
Che house was at first inclined against 
the higher surtaxes, but the demands of 
the farmers brought about a change of 
ieeling, and when the question again 
came up they repudiated the 32 percent 
maximum that had been adopted and 
instructed their conferees to agree to 
the 50 percent maximum of the senate. 


Agreement on Estate Taxes 


\t the same time, the conferees came 
fo an agreement on the estate taxes 
whereby the higher brackets, added in 
the senate, were rejected and the maxi- 
mum rate made 25 percent on estates 
exceeding in value $10,000,000. In much 
the same way the proposed taxes on 
giits were rejected. Effort was made by 
Senator David I. Walsh (Dem.), of 
Massachusetts, to have written into the 
law levies on gifts made during the life- 
time of the donor, the distribution of 
which has the effect of depriving the 
government of Aeavier inheritance tax 
returns upon the death of the donor and 


he . . . e ° 
the subsequent distribution of his prop- 
erty. 





_ William Dods, general agent of the 
_/nn Mutual Life at Mauch Chunk, Pa.. 
fied the other day at the age of 70. He 
was formerly in the railroad business. 





$500 


TO 


$2500 


Guaranteed 
to a Child 


Ordinary Insurance 
FOR CHILDREN 


Education : Business : Marriage 


Public Savings Insurance Co. 


Indianapolis, Indiana 







Operating only in Indiana 


to add to their income by writing 

ordinary life insurance on children 
from age of 1 day to 15 years. Policies are 
issued in sums of $500 up to $2,500. Here 
is a chance to open new avenues and offer 
IN TEN a larger family service. There are demands 
FIFTEEN for children’s insurance on the ordinary plan. 


OR The Public Savings Insurance Company 
TWENTY , 
began business in 1910. It writes ordinary, 
YEARS intermediate and industrial insurance. It 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
ISSUED which is on children. 


AT ANY AGE 


O's to all agents a big opportunity 








No one has to introduce this company to 
people of Indiana. It has a large and ag- 

One Day to gressive agency organization that is making 
Fourteen Years itself felt. 





- 
For Further Particulars Write 


Carl G. Winter, President 
Charles W. Folz, Secretary 









Home Office: 
Indianapolis, Indiana 











NOTE—Payments made f 
BEN H. BERKSHIRE, President 


A New “Ordinary Life Select” Policy 


Issued by the 


CONTINENTAL LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 
ASSUME YOU CARRY $10,000.00 





The Company Will Pay 


1 Death - - $10,000.00 For Accidental Death - - - $20,000.00 

Foe Total and Permanent er , e —~ ya income to the Insured of - - 7 = 
jor Surgical O tions (Maximum - - - - - - - Y 

oe pe i dsun ohewe Elbow or Loss of Either above the Knee - - 5,000.00 

For Loss of Right Arm below Elbow or Left Arm above Elbow - - - - 3,000.00 

For Loss of Either below the Knee - - - - - © ° o 2,500.00 

For Loss of Left Arm below Elbow or Loss Entire Sight Either Eye - - - 2,000.00 


or disability benefits, loss of limbs or surgical affections, do not deduct from the amount payable at death. 


P. R. SCHWEICH, Sec’y and Supt. of Agencies 
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George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars address 


ERNEST C. MILAIR, Vice President and Secretary 
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Insurance Twisters Are Destructive ‘ 


Tue life insurance twisters are very 
active these days, both the professional 
twisters and some regular agents who 
are seeking those whom they may de- 
vour. Men who carry large policies are 
particularly susceptible to the wiles of 
the twister these days because it is diffi- 
cult to borrow money from the banks. 
The twister points out a way that a 
man can secure money from his insur- 
ance company and take out new insur- 
ance equal in amount at least to that 
which he is lapsing. The figures pres- 
ented by the twister have a fatal attrac- 
tion to many policyholders. They fail 
to realize, seemingly, that they could 
go to their own company’s general agent 
or headquarters and get the policy 
changed if they so desire without a cent 
of expense, whereas they pay the 
twister 10 percent of the cash value for 
giving him a suggestion that any home 
office would be glad to give without 
money or without price. 

The legal reserve system in life in- 
surance lends itself especially in case of 
a limited payment and endowment poli- 
cies to the machinations of the twister. 
In fact, life insurance is sold to some 
extent on the ground that cash and loan 
values exist and are part of the con- 
tract. Life insurance is purchased to 
meet emergencies. The major contin- 
gency may be death or it may be the 
facing of financial ruin. Whatever 
comes, the policyholder has a sinking 
fund in the way of life insurance to’meet 
an extraordinary demand for emergen- 
cies as they arise. The twister takes ad- 
vantage of the legal reserve system. 
The twister tells the assured that he can 
take his cash value, loan it at 7 percent 
and with the interest pay for as much 
insurance as he has been carrying or at 
least the interest will almost pay the 
new premium. The point is made that 
with the cash value left with the com- 
pany, the policyholder is paying a pre- 
mium not for the entire amount of the 
insurance represented by the face of the 
policy but for the amount equal to the 
face of the policy less the cash value. 


When a man purchases life insurance, 
he is creating a sinking fund or an 
emergency fund. He takes advantage 
of the absolute, investment safety of 
life insurance. His investments are 
pooled with all others. The investment 
loss is thus distributed among all the 
policyholders and the amount is insig- 
nificant. The man who is taking out 
insurance should be interested in the 
continuous safety and permanency of 
his investment. The twister suggests 
that he transfer this investment that he 
has created to something else that will 
draw 7 percent. If the man could loan 
his money at 7 percent and: if he were 
sure that it would be absolutely safe, 
the advice of the twister might be well 
founded. However, 7 percent invest- 
ments that are safe are exceedingly rare. 
It might be possible for a man to secure 
a temporary investment that will yield 
7 percent and that investment might be 
substantial. In normal times, however, 
7 percent investments are looked upon 
with a certain amount of doubt. 

In taking out new insurance, a man 
therefore starts all over again in the 
creation of an estate. He has no in- 
vestment at hand that is equal to his old 
one, unless an immediate sum of money 
is placed to the credit of his dependents 
because of his death. If the equity that 
he withdrew from his life insurance 
company becomes impaired or is frit- 
tered away he has nothing to show for 
his pains. 

There are not very many cases when 
there is anything to be gained by chang- 
ing one’s insurance. There are occa- 
sions when it is perfectly justified and 
entirely business-like. That change, 
however, should be conducted within 
one’s own company where the policy- 
holder has to meet no expense and 
where the transfer can be done legiti- 
mately and economically. 

The best that can be said of the 
twister is that he is a disturber and a 
wrecker. His arguments are spurious 
and his action is prompted very largely 
by selfish instincts. 


Need for Adequate Surplus 


At the meeting of the agents of the 
ConnECTICUT MutuaL, President RosINn- 
Son discussed in a very intelligent way 
the need of providing an adequate sur- 
plus for life companies in order to meet 
the unusual and unexpected things that 
may come that will affect the mortality 
or securities of a company. For ex- 
ample, no one anticipated the great war 
or the sweeping influenza epidemic. 
These two disasters caused heavy loss. 


Now and then a financial depression 
strikes the country that results in re- 
duced value of securities. 

President Rosinson well says that it 
is not desirable to shut one’s eyes to 
troublous conditions or to try to per- 
suade one’s self that everything has a 
rosy aspect. One must have confidence. 
At the same time, it is necessary to put 
aside a sufficient surplus so that a com- 
pany will not be embarrassed when 
emergencies come, 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 

















Will G. Farrell, who has given up the 
Salt Lake City general agency of the 
Penn Mutual and moved to Los Angeles, 
will continue to write for that company. 
While in Salt Lake City he took a 
prominent part in the life underwriters 
association and served as president of 
the Utah association. W. A. Carter has 
been appointed agency manager at Salt 
Lake City with headquarters in the Bos- 
ton building. 


A rather interesting record has been 
made by Robert F. Steiner of the Penn 
Mutual Life at Huntington, W. Va. 
This young man has just passed his 
18th birthday anniversary. After grad- 
uating from high school he spent three 
months in the Penn Mutual general 
agency office at Huntington. Up to his 
18th birthday he wrote 40 applications, 
all of which were accepted, all delivered 
and all paid for. He wrote six applica- 
tions during one day. 


Deep sympathy is felt for Wilson 
Williams, general agent at New Or- 
leans for the New England Mutual, be- 
cause of the death of his mother, Mrs. 
Sarah Margaret Christian Williams, 
which occurred at his home in that city 
last Thursday. The body was taken to 
Richmond for burial Sunday, that being 
the original home of the family. Mr. 
Williams is active in affairs of the na- 
tional association of life underwriters, 
being a member of the executive com- 
mittee. 

John M. Kilgarif, one of San Fran- 
cisco’s veteran life insurance men and 
a member of the firm of Kilgarif & 
Beaver, general agents for the Pacific 
Mutual Life, died at his home in San 
Francisco Thursday after a short illness. 
Mr. Kilgarif has been identified with the 
Pacific Mutual since its early history 
and was one of San Francisco’s leading 
citizens. Frederick H. Beaver, his part- 
ner, died after a short illness about three 
years ago. Mr. Kilgarif will be missed 
by the life insurance fraternity in Cali- 
fornia. 

James B. Harris, member of the in- 
surance firm of C. L. Smith & Co., Dal- 
las, Tex., and secretary of the North 
Texas Association of Life Underwriters, 
has moved to the new oil field at Mexia, 
Tex., to watch the gushers come in, buy 
and sell oil leases for profit occasionally 
and incidentally write a few thousand 
dollars worth of life insurance. Mr. 
Harris declares he is not quitting the 
game, but is working them both, be- 
cause there is money in a new oil field 
and where there is money there is busi- 
ness for the insurance man. He says 
he has sold about $50,000 worth of life 
insurance in the oil field and has an- 
other $50,000 lined up. He believes he 
will write $200,000 before Dec. 15 and 
get in the million dollar class in Texas. 


William E. Taylor, who was elected 
chairman. of the Life Agency Officers 
Association at the recent gathering of 
the organization in Chicago, stands in 
the very forefront of life insurance 
agency directors in this country, and is 
peculiarly qualified to outline the poli- 
cies of a body of field supervisors. In 
the 34 years of his association with life 
insurance work Mr. Taylor has run the 
entire gamut from soliciting agent to 
a vice-presidency of the Equitable Life, 
and head of its business producing de- 
partment. 

His entry into life insurance began 
back in 1887, when he Started soliciting 
for the Equitable Life in his native city 
of Philadelphia. He not only solicited 
insurance, but he sold it, and to such 
result that he was later entrusted with 
a general agency for the Society. Again 
he achieved success, and always having 
room for men of his caliber at the head 
office the management of the Equitable 
Life called Mr. Taylor to New York in 








Phoenix Mutual 





1902 as one of its agency supervisors. 
In succession he was advanced to the 
superintendency of the Eastern States 
in 1907, and to the superintendency of 
agents five years later. In 1918 he was 
chosen second vice-president, followed 
in June, 1919, by his elevation to a full 
vice-presidency with direction of the 
agency staff, a post he still holds. 


At the request and in line with the 
suggestions of many friends in the in- 
surance business, F. D. Harsh has 
opened an office in Des Moines, and 
will devote himself to the adjustment of 
accident and life insurance claims. His 
long experience and record as an ad- 
juster of accident claims especially fits 
him for the work of an independent ad- 
juster. He will specialize in serious and 
difficult cases, but will handle all classes 
of cases along with this work. He re- 
cently retired as secretary of the Rein- 
surance Life of Des Moines. 


Announcement has been made of the 
marriage of Richard Boissard, son of 
George A. Boissard, president of the 
National Guardian Life of Madison, 
Wis., and Miss Marjorie Ryan, daugh- 
ter of Mr. and Mrs. William Ryan, 
Baraboo, Wis. Mrs. Boissard was for- 
merly a bacteriologist of the Chicago 
health department. Mr. Boissard holds 
an executive position with the National 
Guardian Life. 


Presentation of the order of St. Olaf, 
conferred by the king of Norway upon 
Olaf I. Rove, member of the legal de- 
partment of the Northwestern Mutual 
Life, Milwaukee, and Norwegian vice- 
consul for Wisconsin, was the occasion 
of a banquet at Milwaukee, Saturday 
night. Prominent Norwegians from 
various cities of America attended the 
ceremonies. Mr. Rove was knighted by 
the king of Norway in 1911, and the new 
order conferred on him is the second 
highest in rank of the Norwegian king- 
dom. Mr. Rove has been a member of 
the legal staff of the Northwestern Mu- 
tual for more than 25 years. 


A. H. Goodrich, of Baltimore, gen- 
eral agent of the National Life of Vt., 
died last week following an operation 
for appendicitis. He was 45 years of age. 


A. Carlton McKenney, secretary of 
the Life Insurance Company of Vir- 
ginia, will be married Christmas week 
to Miss Helen Avery Norris at Hot 
Springs, Va. 

J. R. Montgomery has been appointed 
manager of the Phoenix Mutual at 
Philadelphia, succeeding F. A. Guini- 
van. He was formerly connected with 
the Mutual Life and later entered the 
training school. He 
then joined the New York office of the 
company. 





WHAT ARE YOU DOING NOW? 


It matters not if you lost the fight and 
were badly beaten, too; 
It matters not if you failed outright in 
the thing you tried to co; 
It matters not if you toppled down from 
the azure heights of blue— 
But what are you doing Now? 


It matters not if your plans were foiled 
and your hopes have fallen through; 
It matters not if your chance was spoiled 

for the gain almost in view; 
It matters not if you missed the goal, 
tho you struggled brave and true— 
But what are you éoing Now? 


It matters not if your fortune’s gone 
and your fame has withered, too; 
It matters not if a cruel world’s scorn 
be directed straight at you; 
It matters not if the worst has come and 
your dreams have not co:ne true— 
But what are you doing Now? 
R. Rhodes Stabley in “Lefax.” 
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L and Termaneucy 


OR more than a quarter century the 
Missouri State Life has invested its 
millions in first mortgages on improved 
farm lands—without the loss of a dollar. 


Safety +Skill = Prosperity. The Missouri State 
Life enjoys a higher rate of interest than any 
other large Company—and its investments are 
in the safest profitable securities. This very 
large margin of profit is reflected in unusual 
liberality toward the policyholder, the bene- 
ficiary, and the Agent. 


The Company is in a most enviable position to 
aggressively prosecute its extensive program of 
Expansion. 


Our system of Branch Offices is proving highly 
successful. The biggest caliber men are being 
attracted by this, the greatest opportunity for 
leadership offered in the insurance business. Our 
Branch Managers and General Agents are in 
position to offer you the most attractive agency 
contracts covering Life, Accident and Health, 
and Group Insurance. 
if interested, see them or write us. 


Participate in our Prosperity. Ask 
for our booklet of Company Facts. 





RLASTING ~~~ 


HOM E/ OFFICE - $7.L0vIs eo 
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Having recently entered 
Indiana 


THE FRANKLIN 


Life Insurance Company, 
of Springfield, Illinois, 
has several unusually at- 
tractive openings in that 
state for life men of 
general agency caliber. 


-f}— 
Contract direct with the 
Company. 

-{}- 
Over $125,000,000 of in- 
surance in force. 

-—{j- 


The remarkable growth 
and achievements of 
THE FRANKLIN LIFE are due to its traditional 
“Aggressive Conservatism” and the splendid co-opera- 
tion between the Company and the Agency Staff. 








Let us know something about your qualifications and 
your ambitions as an insurance man, and we will give 
you the details of our proposition. 


Write direct to the Home Office, 
Springfield, Ill. 




































A Wider Field 


An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 
2—protective insurance and Educational and Business Start 
Endowment Insurance. This extension of the age limit for 
Ordinary Insurance down to age 2 helps our Agents consider- 
ably. We issue Participating and Non-Participating Policies. 


As regards adults, we write contracts with Double Indemnity 
provisions covering any kind of fatal accident, or with 
Double Indemnity provisions covering fatal travel accident 
only, as may be desired. 







We issue policies with waiver of Premium and Disability 
Annuity or Installment Payment features. 






We insure males and females at the same rates. 








OLD COLONY LIFE 
INSURANCE COMPANY 
CHICAGO, ILLINOIS 





































CLEVELAND BANK MOVE 





FIGHT MADE- ON PRINCIPLE 





Not Result of Local Conditions, But to 
Sound Warning As to Dangers 
Seen in Plan 





CLEVELAND, O., Nov. 22.—The 
action of Cleveland life insurance men, 
through the Cleveland Life Under- 
writers’ Association, in attacking plans 
of bank insurance and agencies, was 
taken not so much to counteract any 
threatened movement here as to sound 
a warning generally of the danger that 
may result from such alliances. 

As a matter of fact, it is said that 
banks and insurance men here have been 
working together and cooperating in 
their business in a most satisfactory 
manner for several years past, with one 
or two exceptions. Prominent mem- 
bers of the association say that the 
banks have done much for the promo- 
tion of the insurance business and these 
efforts have been greatly appreciated by 
the underwriters. 

Only One Bank Using Plan 


The srotherhood of Locomotive 
Engineers’ Cooperative National Bank 
is now the only banking institution, so 
far as known, that is interested in life 
insurance. The Grizzard Insurance 
Savings System has been installed in 
this bank and is conducting an active 
campaign for business. It is said that 
most of the business is placed in two or 
three small companies and that arrange- 
ments have been made with certain 
larger companies to take business, where 
applicants refuse the other companies. 
This bank is under the control of the 
Brotherhood of Locomotive Engineers 
and naturally caters to a special class of 
business. Its connection with the life 
insurance business, they believe, can 
have but little effect upon the work here. 

Many Complications Seen 

Underwriters see in savings bank 
plans the possibility of complications 
that would discourage the high-grade 
men who have taken up the business. 
For instance, where they have secured 
the interest of bank officials and gotten 
their propositions ready for closing, 
there is the danger that these men 
would conclude to give their applica- 
tions to some of their own men, who are 
pushing the bank insurance department, 


or hand it over to some friend in an- | 


other bank, if they do not have a de- 
partment of their own. 

The agent’s time and profits on the 
business he should have had will thus 
disappear. More than this, there is the 
possibility of bank insurance men at- 
tempting to write big outside risks and 
further tangle up business for the regu- 
lar agents. There are any number of 
angles that might result in the disin- 
tegration of the organizations that now 
exist, after long years of hard work on 
the part of managers and general agents 
in forming them. 

Furthermore, they say that the sav- 
ings bank plan would approach danger- 
ously near the part time method, which 
has been almost eliminated in this city 
and some others. No office, it is. de- 
clared, will want to go back to the old 
part-time system, after having aban- 
doned it and put its efforts on the prepa- 
ration of good men to represent it ex- 
clusively. 


Talks on Selling by Mail 

Leon Soper, manager of the sales 
promotion department of the Phoenix 
Mutual Life, addressed the members of 
the Hartford Advertising Club last week 
and explained the success with which 
the Phoenix Mutual is meeting in the 
way of direct mail solicitation as a sup- 
plement to its personal salesman efforts. 
Mr. Soper indicated that this company 
had written $9,000,000 worth of insur- 
ance last year traced to the application 
of their mail effort. 


| 





ANOTHER IS IN FIELD 





PEOPLES LIFE’S BANK PLAN 





Chicago Company Using New Savings 
Account System, Based on Graded 
10-Year Endowment 





A savings-insurance plan, built upon 
an entirely new idea, has been an- 
nounced by the Peoples Life of Chicago 
and the City State Bank of the same 
city. The new plan is based upon a 
graded, 10-year endowment policy. It 
does not offer a steady, large death 
benefit, but an increasing amount, be- 
ginning with an amount nearly twice the 
total paid in. There is provision for an 
increasing cash and loan value, graded 
up to the tenth year, when it is the full 
amount payable. This provision was 
made with the idea of breaking away 
from the ten-year iron-clad contracts 
being made in most of the similar plans. 
The plan is open to all between ages 1 
and 60, carrying out the true savings 
nature of the plan, offering an account 
for children for educational purposes or 
similar object. Amounts can be taken 
from $100 to $100,000. There is no medi- 
cal examination required on the smaller 
accounts. 

The premiums are in three classes, 
$16.20 for ages 1 to 40; $16.50 for 41 to 
50, and $17.50 for 51 to 60. Benefits and 
loan values are as follows: 


For Depositors Aged 1 to 40 Years, 
Monthly Deposit $16.20 


Total Pay- Cash or 

able at Death Loan Value 
During During 
the Year the Year 

Year Indicated* Indicated* 
D ceseeeesenees 300.01 $ 100.01 
- enbkticehewsais 505.94 205.94 
BS eseccncecence 717.98 570.98 
OS <seenseeeeene 936.30 792.30 
B ceccccesecees 1,161.10 1,022.10 
BS sbacestaceosce 1,392.56 1,257.56 
7 1,630.89 1,500.89 

s 1,752.3 

9 9s 2,010.99 
10 ‘ 2,317.57 





For Depositors Aged 41 to 50 Years, 
Monthly Deposit $16.50 





1 $ 99.84 
2 205.70 
3 565.79 
4 789.28 
5 1,018.35 
6 1,256.23 
7 1,500.09 
8 1,752.16 
9 2,011.66 

2,222.30 


For Depositors Aged 51 to 60 Years, 
Monthly Deposit $17.50 





*The plan is based on annual deposits 
made in monthly installments and in the 
event of death or withdrawal, the un- 
paid portion of the current year’s deposit 
will be deducted from the above value. 


Provident Life & Trust Figures 

Improvement in new life insurance 
business is reflected in the October re- 
port of the Provident Life & Trust. 
In that month the Philadelphia agency 
wrote $1,320,000 new business, as com- 
pared with $866,000 in October, 1920. 


Jefferson Standard Convention Plans 

The Jefferson Standard Life of 
Greensboro, N. C., announces that its 
agency convention will be held in 
Miami, Fla., in January, 1922. No meet- 
ing was held in 1921, and the 1922 
meeting is based on 1920 production. 
The club year closed Dec. 31, 1920, but 
taking into consideration the big busi- 
ness slump during the fall months of 
1920, the management of the company 
allowed the agents until March 1 to pay 
for their business, in order to qualify 
for the trip. 

November business, following a cus- 
tom of long standing, was dedicated to 
President Price this year, Mr. Price’s 
birthday falling on Nov. 25. 
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Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


The Indiana National Life 


Insurance Company 
Indianapolis, Ind. 


sells only nonparticipating insurance. It is bed rock life. insur- 
ance with no frills or fancy adornments. It is the stuff that 
appeals to the people who want every possible dollar of protection 
they can buy for every dollar deposited as premium. 


Our 1921 program is a progressive one that contemplates a vigor- 
ous and systematic campaign for business. 


We have the policies and the agency contracts. 
We have the home office equipment and territory. 


We now need the men to carry the Indiana National banner into 
new strongholds backed solidly by the whole organization. 


Last year was a banner year in life insurance. This year will 
be a still better one. 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you. 











| Public 


Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at all Ages From One to Seventy 








ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 























BANKERS LIFE INSURANCE COMPANY 
OF NEBRASKA 


Home Office: 


Assets : 


Department of Justice 
office of 
UNITED STATES ATTORNEY 
District of Nebraska 


Lincoutn, Nesr., May 5, 1921. 


The Bankers Life Insurance Co., 
City. 


Lincoln, Nebraska 


$19,700,000.00 


TEN PAYMENT LIFE POLICY 
TWENTY YEAR SETTLEMENT 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska 


GentLeMEeN: Mr. C. H. Simpkins, General Agent for your Company has handed me a 


check for $1618.24 and a paid up policy for $4000.00 in settlement of my policy for $4000.00, 
taken out twenty years ago. It cost me $2152.00 and I now get a paid-up policy for the original 
amount of the policy, $1618.24 in cash and an annuity estimated at $29.00 besides having been 


insured for twenty years. 


I have recently made settlement in other companies taken out about the same time and I 
want to say that there is no comparison between them and your company. Your cash return is 


more than twice that of the other companies in which I hold insurance. 


I am greatly pleased to get such a settlement and it is gratifying to know that a Nebraska 
company is able to give better protection and better returns for the money invested than the 


large eastern companies. 


TSA: EH 


Yours truly, 


T. S. ALLEN. 


If interested in an agency or policy contract write Home Office, Lincoln, Nebr. 


Name of insured................. Thos. S. Allen 

EE eee Lincoln, Nebr. 

ee nn an nce ccevenneed $4,000.00 

Total premiums paid.................. $2,152.00 
SETTLEMENT 

Total cash paid Mr. Allen............. $1,618.24 


And a Paid-up Participating policy for $4,000.00 
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Intensive Work Means 
Extensive Protits 


In one thing, at least, all insurance men are about equal: the amount 
of territory they can cover. ‘The size of territory is restricted by 
physical limitations which are about the same for one man as another. 
But where they are not equal is in what they get out of their territories. 
That depends upon the man, the company and what they put into it. 


Invariably you will find that a salesman’s income is in close proportion 
to the intensity with which he works his field. Of two men working 
similar territories, it is the one who finds a way of being everywhere 
at once; of having little acts of service that contain advertising value 
widely known, that is the most prosperous. 


With the Peoples Life, agents are unusually well equipped for intensive 
work, The company restricts its general operations to a field small 
enough to insure each man a close, intimate co-operation that gives 
him many of these “little acts of service” for advertising purposes. 


PEOPLES LIFE 
INSURANCE COMPANY 


Crawfordsville, Indiana 




















































MILWAUKEE MEETING 


NEW ENGLAND’S GATHERING 





Glover S. Hastings Is Guest of Honor 
at Gathering of New England 
Mutual Agents There 





Members of the Wisconsin and 
Northern Michigan agency of the New 
England Mutual Life attended the 21st 
annual meeting of agents at the offices 
of A. L. Saltzstein, general agent, in 
Milwaukee Friday and Saturday. Glover 
S. Hastings, superintendent of agencies, 
was the guest of honor at the meeting, 
following Mr. Saltzstein’s address with 
a talk on new ideas in selling life in- 
surance, which was then the subject of 
an informal discussion. After luncheon 
a quiz box session was held at which 
Mr. Hastings presided. Later in the 
afternoon Jerome C. Saltzstein, son of 
the reneral agent and assistant head of 
the agency, discussed life insurance as 
related to inheritance taxes. In the 
evening the agents enjoyed a theater 
party. 

Contracts and policy forms of the 
company were discussed by Mr. Hast- 
ings at the opening of the session on 
Saturday, followed by a discussion by 
members of the agency. At the annual 
agency banquet Mr. Saltzstein presided 
as toastmaster. An address on “Affinity 
of Life Insurance to Banking” was 
made by J. H. Puelicher, president of 
the Marshall & Ilsley Bank of Milwau- 
kee and vice-president of the American 
Bankers’ Association. Mr. Hastings 
took the subject of “Our Obligations,” 
and was followed by C. B. Stone, Me- 
nomonie; William T. Tanking, Jr., Ra- 
cine; J. N. Patterson, Milwaukee; 
Robert R. Kahn, Milwaukee, and F. E. 
Stemm, Kenosha, whose talks related to 
various phases of life insurance agents’ 
work. 

It was announced during the meeting 
that the agency had shown a gratifying 
growth in business written since 1900, 
with premiums increasing from $10,987 
to $834,567, and insurance in force in- 
creasing from $503,224 to $25,247,635 
during the period from 1900 to 1921. 


Hartford Companies’ Business 

Preliminary estimates of the 1921 fig- 
ures for new business, based upon the 
present business of the five large Hart- 
ford companies, indicates an average 
between the 1919 and 1920 figures. In 
the case of four of the companies, the 
Aetna, Travelers, Phoenix Mutual and 
Connecticut Mutual, the present busi- 
ness gives an estimate of the 1920 total 
being midway between the totals of two 
preceding years. The fifth company, 
the Connecticut General, stands alone 
with an increase over the banner year 
of 1920. This company is making a 
new record this year and each month is 
showing a still greater increase. 


Insuring Tubercular Patients 

A novel scheme has been launched 
by the South Dakota Public Health As- 
sociation, in the form of a mutual insur- 
ance department for the benefit of those 
in South Dakota who have tuberculosis. 
It is on an assessment basis, limited to 
those whose cases of tuberculosis are 
curable, and it is believed to be the first 
time that any such idea has _ been 
adopted. The insurance is in the form 
of a death benefit, to be paid to the 
beneficiary named by the applicant. The 
assessments are 60 cents for each death 
among those participating in the fund, 
50 cents of this going to the beneficiary 
and 10 cents to overhead expense. The 
initial payment is $1.20, covering two 
assessments, which is held as a reserve. 
In cases where tuberculosis patients are 
being cared for by the county in which 
they live, the county commissioners may 
carry the insurance for these people, 
naming the county as the beneficiary. 
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Are justly recognized in all well 
informed investment circles as ultra 
dependable securities. 


The diversity of crops, the long 
open seasons, coupled with the 
thriftiness and progressiveness of its 
farming element, has made Okla- 
homa the Wonder State of the 
Union. 


In 1920, Oklahoma raised the largest 
cotton crop on record, approximat- 
ing 1,300,000 bales, together with 
50,000,000 bushels of wheat and 
upwards of 80,000,000 bushels of 
corn, to say nothing of the abundant 
crops of oats, hay and other feed 
and garden truck. 


Unfortunately the price forthe prod- 
uct was abnormally low, more 
cotton remaining unpicked in the 
field than was produced this year. 


The latest estimate for 1921 crop is 
500,000 bales of cotton, bringing 





7% Oklahoma Farm Mortgages 7% 


from $110.00 to $140.00 a bale with 
half a bale per acre an average yield. 


In addition, there will be another 
50,000,000 bushel wheat crop and 
approximately 100,000,000 bushel 
corn crop, together with a fair oats 
crop, a good hay crop and an abun- 
dance of alfalfa and feed stuffs, 
commanding good prices. 


The financial condition of the 
Oklahoma farmer never was better. 
His obligations will be promptly 
met. 


The F. B. Collins Investment Com- 
pany of Oklahoma City, Okla. has 
specialized in Oklahoma Farm 
Mortgages since the territory was 
first opened. Its offerings will 
interest you. It will cost you noth- 
ing to investigate them. 


Send for our free booklets, “Why 
Collins Farm Mortgages are Safe” 
— ‘As Others See Us” and “8% 
Collateral Trust Bonds.” 


The F. B. Collins Investment Co. 


Members Farm Mortgage Bankers Association of America 


Oklahoma City, Okla. 
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The Close of the Day’s Work 


HEN you begin to figure up yourearn- All this and more we constantly strive to 
ings and recall the several reasons for give our agents. This coupled with good 
failures during the past year, you then more policy contracts and liberal commissions, is 
than any other time keenly realize the im- an incentive which should interest any am- 
portance of a helpful constructive home bitious agent who wishes to make the most 
office service that trains you to overcome of his salesmanship efforts. 
such failures. 


One of the vital elements which makes your 
day profitable is a harmonious working 
arrangement with home office officials and We would like to hear from several 
a direct co-operative spirit generously given. good men for important field positions 


Inter-Southern Life Insurance Compan 
JAMES R. DUFFIN, President LOUISVILLE, a pe 



















The Detroit Life Insurance Company 


FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF PROGRESS: Insurance in Force . 
December 31, 1911 . . . $1,729,970.00 


December 31, 1915 . » $7,199,500.00 A fine opportunity for live agents 
December 31, 1917 . . $11,750,811.00 to associate with a rapidly pro- 


December 30, 1920 . $22,000,000.00 at 
Aug. 31, 1921 . $26,200,000.00 


M. E. O'BRIEN, Pres. “THE COMPANY OF SERVICE” JAMES D. BATY, Sec. & Treas. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Ad in Policy | Literatures, Rate 
Digest.” bl Ih Mey a5 50 nd the 
annually in May at 
“Little a apie fee annually Gite at $2.00 




















FEDERAL INCREASES SCALE 





Dividends for 1922 To Be Nearly 50 
Percent Over Last Year’s 
Rate 





The Federal Life of Chicago is mak- 
ing a material increase in its dividend 
scale for 1922. Certain ages of 1922 
dividends are approximately 50 percent 
higher than at the same ages during 
1921. The following are sample divi- 
dends: 


7 
Pe ccccbeeencae 25 35 45 55 
Ord. Life .......$2.97 $3.55 $4.85 $7.32 
20 Pay Life..... 3.37 3.94 5.17 7.49 
20 Yr, Endow... 4.41 4.70 5.61 7.63 
Policies Issued in 1912 
BRD ccaccnteenne 35 45 55 
CBD ccccese $3.65 $4.66 $6.96 $10.70 
20 Pay Life..... 4.63 5.61 7.67 10.96 
20 Yr. End...... 6.92 7.28 8.52 11.15 
Policies Issued in 1907 
OE: nensenennees 25 5 45 55 
Ord. EMEP costes $4.47 $ 607 $ 9.48 $14.38 
20 Pay Life..... 6.17 7.64 10.42 14.19 
BO BE. BRB cccse 9.94 10.32 11.50 14.04 





Southern Life 


The Southland Life of Dallas, Tex., 
some months ago discontinued its com- 
mercial policy on the ordinary life and 
20-payment life plans. 





National Fidelity Life 


The National Fidelity Life of Sioux 
City, Ia., has changed its disability clause 
to immediate benefit instead of after six 
months. 



















The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the companies 
that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CO. 


J.H. Leffler, Acting President John W. Dragoo, Secretary Harry H. Orr, G al C 
MUNCIE, INDIANA 


























SECURITY LIFE INSURANCE CO. OF AMERICA 


©. W. JOHNSON, President ROOKERY, CHICAGO 


INSURANCE IN FORCE . , : , ‘ ‘ $37,000,000 
Assets , ‘ " ‘ ; 4,074,586 
Payments to Policyholders since Dupeniaation : ; ‘ 3,453,460 


Openings for General Agents and Managers in Fifteen States 
Address S. W. GOSS, Vice-President and Manager of Agenci 
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NEWS OF THE PRUDENTIAL 





Notable Record Was Made by Frank P. 
Ebertz, Superintendent of San 
Francisco No. 1 District 





It looks as though every district of 
Division Q is going to break its own 
record before the end of 1921. Frank P. 
Ebertz, superintendent of the San Fran- 
cisco 1, Calif., district of the Prudential 
and his staff were the last “record 
breakers.” During a recent six-day pe- 
riod they had the largest actual increase 
ever credited to a bay district since the 
opening of that territory thirteen years 
ago. The average industrial writings 
per man were nearly $6. All around 
good work has earned promotion to the 
assistancy ranks of Division Q for the 
following: Ray W. Bowlus, Denver, 
Colo.; Osgood R. Kinney, Denver, Colo.: 
Otto C. Stegner, Los Angnles 2; Frank 
M. Adelseck, San Francisco 2; Frank H. 
Fedick, Oakland. 

Agent James E. Jones, Jr., of Kansas 
City 1, Mo., is leading the agency staff 
of Division L in the production of in- 
dustrial insurance. He has maintained 
steady and persistent progress, and is 
determined to make a notable record this 
year. 

Agent Alva J. Kinney of Evansville, 











Under Our Direct General Agency Contract 


Our Polictes Provide for 


Double Indemnity Disability Benefits 





SEE THE NEW LOW RATES 66 BROADWAY 





BUILD YOUR OWN BUSINESS XH Hot=""_ 
Mii Miu xy 


Reducing Premiums Z INSURANCE CO. 
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Ind., is one of the prominent producers 
of Division L. Fine progress is being 
made in the building of industrial and 
ordinary increase. 

Agent Raymond M., Artinger of Tulsa, 
Okla., is coming along at a rapid rate in 
the securing of industrial and ordinary 
business, 

Agent Robert L. Jones of Mansfield, 
O., has been promoted to the position of 
assistant superintendent at Galion, O., 
to fill the vacancy caused by the resigna- 
tion of Assistant Marion G. Bond, who 
will take up agency work. 

Mr. Marius Hansen is promoted to the 
position of special assistant superintend- 
ent in the Cleveland 2, O., district, to 
succeed E,. G. Wilkinson, who resigned 
to take an agency. 

Agent F. J. Holden, Jr., of Columbus, 
O., has been advanced to the position of 
assistant superintendent in the same dis- 
trict. 

Agent Louis Kress of the Baltimore 2 
is made assistant superintendent. 

Agent John H. Barrick of Washing- 
ton, D. C., has advanced to the position 
of assistant superintendent in that dis- 
trict. 

Agent Daniel A. DeVries, of the Pas- 
saic, N. J., district of the Prudential, 
was recently advanced to assistant su- 
perintendent to take charge of a staff 
in the same district. 

Agent <Antionio Lucian, of Pough- 
keepsie, N. Y., district, leads all the 
agents of Division N in industrial net 
increase for 1921. 

F. D. Kennedy, agent in the Lewiston, 
Me., district, was promoted to the posi- 
tion of assistant superintendent, Oct. 
31 in the Rockland assistancy of the 
Lewiston district. 


New Manager at Davenport 

Emil G. Vieweg has been made district 
manager for the Metropolitan Life at 
Davenport, Ia., succeeding J. C. Butler, 
who retired recently because of illness. 
Mr. Vieweg goes to Davenport from 
Schenectady, N. Y. He has been asso- 
ciated with the Metropolitan for more 
than 14 years. 








——— 
| LIFE AGENCY CHANGES 











Arthur R. Bird 


After two months spent in California 
establishing agencies for his company, 
President D. B, Morgan of the Northern 
Life of Seattle announced the appoint- 
ment of Arthur R. Bird as manager of 
the western California branch office. 
Mr. Bird will have charge of the “coast” 
territory of California from the Oregon 
line to Lompoc. The new manager is 
also new to life insurance, but comes 
into the business with a ripe career of 
salesmanship. San Francisco offices 
have been opened in the Exchange 
block at 369 Pine street, in the heart of 
the insurance district. 

The Los Angeles office, which was 
established several weeks ago by Mr. 
Morgan, has already produced in the 
neighborhood of $100,000 of business. 














i NEWS OF COMPANIES 














Continental Life, Kansas City, Mo.— 
Cctober was the first $1,000,000 month 
the company has experienced since Sep- 
tember last year. The exact October 
figures were $1,100,000. The company is 
out for $1,000,000 in November. 

* ee 


Beneficial Life of Utah—That the com- 
pany is in a healthy and progressive 
condition is indicated by the 15th an- 
nual report just issued. New business 
amounted to $6,783,240, making a total 
of $30,061,672 in force. Total income 
was $1,084,461.29, $438,671.51 of which 
was saved. The total admitted assets 
are now  $3,.353,349.01. Claims during 
the past year amounted to $249,176.90 
and dividends to policyholders $32,346.47. 





Nebraska 1920 Figures 


. Life insurance premiums in Nebraska 
in 1920 aggregated $17,121,101, accord- 
ing to figures just given out by the 
Nebraska department. Life insurance in 
force at the end of last year in the state 
was $598,000,000. : 

Fraternals showed $247,000,000 of in- 
surance in force at the end of the year. 








ACTUARIES HOLD FALL 
MEETING IN CHICAGO Capital, $200,000.00 | 


(CONTINUED FROM PAGE 2) 
commission was outlined. This pre- A company born in the West Originators of the 
vented the agent from forcing a certain built for western people, ‘Multiple Option” Policy, 
policy for the benefit of personal gain by western men. a teeta r= See f 
and aided the scientific practice of fit- GOOD AGENTS WANTED live ts j 
ting the policyholder’s needs. It was 
brought out that in many cases there 
was on the part of the agent the desire 
to sell the maximum amount for the 
greatest commission return, which 
should be overcome by the home office. 
The long-term endowment offers a good 
investment proposition for the agent, 
which will attract many with the idea 
of investment. The company can afford 
to push these forms in these times when 
greater funds for investment are wanted 
to offset the low interest rate on the 
old investments. This is especially true 
of the older companies. 





; 


Decreasing Payments of Dividends 

H. G. Sellman of the International 
Life of St. Louis took up the second 
subject, speaking on “Has it been found 


Progressive In Its Ideas 


interest dividends to the beneficiaries 
under policies providing for payment of 
the proceeds by installments have acted 
to the disadvantage of this form of set- 
tlement? Are uniform payments of such 
dividends practical?” He said that to 
pay dividends as earned from excess in- . 
terest was easier to calculate and serves STEPHEN -M. BABBIT, Pres. HUTCHINSON, KANSAS 
the interest of the beneficiary better. It ’ 
is more desirable to have the larger ' 


Conservative In Its Management 





payments at first, when the need is 





greatest and the possible misunderstand- 
ing of the beneficiary as to the decrease THE GOLDEN WEST; YOUR GOLDEN OPPORTUNITY 
can be explained. It was also brought 
out that it was not equitable for the 


e o ° 
payments tobe mads eens | California State Life Insurance Company 





beneficiary should not receive the even 

amount. The first beneficiary is entitled SACRAMENTO, CALIFORNIA 

to the greatest amount and it is desir- . . 

able at the beginning. There was some Insurance in force $38,782,271 Assets In excess of $4,200,000 


disapproval expressed and one com- Capital and Surplus $684,153.80 


pany’s experience was given as using 








the even payment without objection Splendid opportunity for ambitious, energetic Insurance Salgsmen to 

from anyone. It was shown, however, represent our Company in California and Texas Territory 

that another company had used the : 
other plan without objection from any- Write J. R. KRUSE, Vice-President and General Manager 


one, so that it appeared that the objec- 





tion or question of the beneficiary was 





not a basis for selection of the method. 


Savings-Insurance Plan HE MIDLAND MUTUAL LIFE INSURANCE 


The third question taken up was that Company of Columbus, Ohio. an established, con- 
of the savings-insurance plan, a subject ° ° ’ ° ° m 
particularly timely and interesting. The servative, high-grade and progressive Middle 


actuarial viewpoint has been desired, but Western Company, has been admitted to Pennsylvania 
those waiting will be disappointed as no ° e ° 

discussion of the underlying principles and will thoroughly organize it at once. 

was forthcoming. There was evident General Agencies will be established at places were 
a general approval of the plan, or at terri . be 

least a passive willingness to watch the erritories can arranged. 

operation, so that the discussion was en- Men of character may apply to their advantage and 
tirely on the merits of the various de- th ith 1 . ill be f 

tails of operation. E. O. Dunlap of the ose wi ocal acquaintance wi pre erred. 
Metropolitan opened the subject with a Address Home Office. 


summary of the points to be considered 














OHIO, INDIANA and ILLINOIS 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY, of Chattanooga, 
Tennessee, intends to enter these states. 


This announcement is not addressed to satisfied representatives 
of other Companies, but to experienced, successful life insurance 
solicitors who wish to obtain General Agency contracts. 


If your character is above reproach, and if you have paid for 
a minimum of $200,000 annually for the last three years, and if 
you are ambitious to own and operate a General Agency,—write us, 
giving full particulars. 


Liberal financial assistance extended during the first two 
contract years. 


. Minor Morton, Vice President & Agency Manager 
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Central States 


Life Insurance Company 
St. Louis, Mo. 





Ineurance in force . - $58,000 ,000.00 





JAMES A. McVOY 
Vice-President and General Manager 



















$50.00 A WEEK FOR LIFE 


while totally disabled from either injury or iliness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravelaccident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12,000.00 last year. Does it in- 
terest you? If so write 


BUSINESS MEN’S ASSURANCE COMPANY 
W. ¥. GRANT, Vice-President. KANSAS CITY, MISSOURI 

















Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio— West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 

























Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


WANTED: First class agency man: must 
be of undoubted experience and ability 


























AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, JR., President OF GALVESTON, TEXAS 


Life Insurance in Force 


Over $145,000,000 


December 31, 1920 ° 


SPLENDID TERRITORY AND ATTRACTIVE 
CONTRACTS. GOOD OPPORTUNITIES IN 


Alabama Kansas New Mexico 
Arkansas Kentucky North Carolina 
California Louisiana South Carolina 
a Missoasl T ne 
‘enn 
Texas and Virginia 


For information regarding them write to 


c. s. Busnes Ww. J. Pam - 
Agency . mcy Mgr. 
Ordinary Dept. Industrial Dept. 

















in the practicability of the plan. He said 
that the bank offers the needed incentive 
to save, with broad advertising and an 
application of the idea of thrift. He 
cautioned, however, that the dual rela- 
tions with the bank require a careful 
contract, in order that all questions that 
may arise can be easily and quickly 
settled. 
Massachusetts Mutual Plan 


Following this, a paper prepared by 
Alexander T. Maclean of the Massa- 
chusetts Mutual, who was unable to be 
present, was read. As this company has 
entered the field with one of these 
propositions, his outline of the general 
plan was of interest. Mr. Maclean gave 
the details as operated in the company 
plan and then offered some suggestions 
from his observations. He said that the 
risks obtained from such connections 
were desirable and gave a very favor- 
able mortality record. They are thrifty 
people, who are entering a ten-year sav- 
ings contract and, if within the stand- 
ards designated, should be excellent 
risks from every standpoint. As to the 
plan itself, he said that it would be best 
to use the company’s salesmen instead 
of the bank’s. He also referred to the 
caution necessary in the bank contract 
and in the selection of the bank, watch- 
ing its stability. Mr. Maclean said that 
he preferred the ordinary life plan. 


F. B. Mead Gives Views 


Franklin B. Mead of the Lincoln Na- 
tional spoke on this subject, also from 
the standpoint of one operating the plan. 
He said that to his mind the 
term policy was the best. He 
said that the savings idea was the 
basis of the sale and thus the insurance 
policy could take a minor position. As 
the term policy offered the cheapest 
plan, it was the best seller and the 
quality of risks obtained would not en- 
tail an excessive number of undesirable 
term policies. Another paper from an 
absent member was read, that of J. H. 
Woodward of the Equitable Life, in 
which the scheme was given approval 
and caution suggested for the selection 
of the bank. W. H. McBride of the 
National Life & Accident of Tennessee 
took up the subject from the standpoint 
of the relation of the building loan asso- 
ciation. The idea is the same and his 
suggestions applied to both types of 
accounts. 


Problem of Lost Policies 


The next subject, “Problems of Lost 
Policies,” was fully discussed by W. N. 
Bagley of the Travelers. Although one 
of the minor questions before com- 
panies, this is by no means insignificant 
and the proper handling of cases in 
which policies are lost is of great im- 
portance. Indiscriminate issue of dupli- 
cate forms may result in a great loss, 
and no duplicate should be made until 
reassured that the policy is positively 
gone, with proof given, or an affidavit is 
presented. Even then caution should 
be used and care taken in the manner 
of issue. In the case of burnt frag- 
ments being shown, there should be no 
hesitancy, but in all other cases no risk 
should be taken. Mr. Bagley’s paper 
thoroughly covered the subject and his 
ideas were in accordance with those 
which followed in the discussion. One 
suggestion was made, that in the case of 
issuing duplicate policies, only a photo- 
graphic copy be given the insured, the 
policy being retained in the home office. 


Lapses and Conservation 


A subject of great interest to both 
field force and home office in these 
times, the matter of lapsation, was then 
taken up for discussion. Speaking on 
“Constructive Program for Conserving 
Business and Minimizing Present 
Lapses and Surrenders,” R. M. Webb 
of the Kansas City Life opened the dis- 
cussion with a defense of the agent in 
the field. Mr. Webb said that this topic 
had been so thoroughly covered in all 
papers, meetings and conventions this 
year that there was little new to be said, 
except that the condemnation, of the 
agent for his share in the lapse losses 
should be alleviated. He said that it 





was the simplest means for placing the 
blame to put it on the shoulders of the 
agent, which should not be done. The 
home office is equally at fault and should 
take an equal share of the responsibility. 
While the agent has undoubtedly over- 
sold many policyholders and has im- 
properly sold many more, it is because 
the home office has not taught them 
otherwise and has not aided in the edu- 
cation of the policyholder. 
Further Cooperation Suggested 


Lawrence M. Cathles of the South- 
land Life spoke next, emphasizing the 
same points and suggesting further co- 
operation between the three interested 
parties, the company, agent and policy- 
holder. J. E. Flanigan of the Bankers 
Life carried out the same idea and pre- 
sented a suggestion, from the practice 
of his company, that the companies 
bulletin their policyholders regularly, 
thus keeping in touch with them. He 
said that his company sent out quar- 
terly leaflets to all policyholders, con- 
taining general information of interest 
and suggesting an increase in amount, 
which has given excellent results. Mr. 
Cathles had spoken of this means of 
creating interest. He said that an ad- 
vertising man had once given him the 
only new selling idea he has met, 
namely, that insurance agents approach 
each policyholder before lapsation date 
arrives with the idea of increasing the 
policy. The result would at least be 
the retaining of the present policy and 
possibly an increase. 


Disability Benefits to Overweights 


Percy H. Evans opened the discussion 
on the subject of limitations desirable in 
the allowance of disability benefits to 
overweights and other physically im- 
paired risks. He said that there was 
little to say on such a matter and that it 
was merely a matter of the company’s 
attitude toward substandard risks. J. E. 
Flanigan of the Bankers Life then spoke 
favorably of an extension of such limits 
and said that his company would be in 
a position to take up the problem as it 
has just decided to accept substandard 
risks, having only accepted overweights 
in the past. The next subject was “The 
significance of the recent changes ir the 
contestable law in Illinois and the merits 
of a two-year as compared with a one- 
year period.” O. J. Arnold of the IIli- 
nois Life, as framer of the bill in ques- 
tion, opened the discussion with an 
analysis of the new law and the history 
of its formation and adoption. Presi- 
dent Graham commended Mr. Arnold’s 
work in this connection highly, as he 
had accomplished it practically without 
assistance. One of the points stressed 
was the question as to whether the extra 
benefits, such as double indemnity and 
disability, were included in the meaning 
of the law. Some decision by statute or 
court decision was believed necessary. 
Henry W. Buttolph of the American 
Central Life raised one of the most im- 
portant questions of the program, that 
of the utility of such a law. He ques- 
tioned the use of the word “contestable” 
and asked what use there was for such 
a law. Reference was made to one of 
the state laws on that point, in which 
the matter is treated without the use of 
the word “contestable.” 

The last subject on the program was 
“The desirability of adopting standard- 
ized rules and methods for the selection 
of risks.” J. G. Parker of the Imperial 
Life of Toronto opened the discussion 
with a paper on the development o 
standardization in Canada and the hopes 
for the adoption in the near future of 
some working plan. In the discussion 
that followed, its value was stressed 
and the importance of moderation in its 
use was emphasized. 


New American Life Members 


Three companies have heen admitted 
into membership by the American Life 
Convention since its annual meeting. 
They are the Marquette Life, of Spring- 
field. Ill., the Detroit Life and the Life 
& - Casualty Company of Nashville, 
Tenn. 
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INSURANCE AND POLITICAL ATTACKS 


St. Paul Paper Shows ed Should Institution Become Prey of 





HE menace of the efforts of poli- 
ticians to make the insurance 
interests their prey is pointed out 
in a strong editorial in the St. Paul 
“Pioneer Press,” one of the leading 
newspapers of the northwest. The 
paper says in that connection: 
Insurance rapidly is replacing the rail- 
roads as a legislative toy. Having re- 
duced the transportation systems of the 
country to a condition of submission, im- 
potency and near bankruptcy, the sect of 
charlatanical political spoilsmen which 
everywhere abounds in seeking some 
livelier plaything to juggle with and 
finally to toss aside, when dismembered, 
into the industrial scrap heap now con- 
taining the pitiful wreckages of past 
governmentai follies. Unfortunately in- 
surance seems to fill the need for some- 
thing new to rule, regulate and ruin 
and the speed with which the various 
state legislatures have recognized the 
golden opportunity for spoilation is quite 
appaling. 


Drift Is Unmistakable 


The drift is unmistakable, the threat 
of danger precise and certain. In 1916 
there were 720 bills relating to insur- 
ance introduced in state legislatures. In 
1921 there were 1,429 such bills pre- 
sented. The gain in the 5-year interval 
was almost 100 percent. While some of 
these proposed laws were constructive 
and necessary measures, the great bulk 
of them were of a radical, restrictive or 
harassing nature with a distinctive so- 
cialistic background. Minnesota, with 
101 regulatory bills dumped into the 
1921 legislative law hopper, stood second 
on the list of states. Massachusetts was 
first with 108. This brings the problem 
of state control of or participation in the 
business of insurance on to our front 
door step. 


Most Universal Institution 


The anxiety of our legislative medicine 
men, who seek to cure all ills by a dose 
of laws, to experiment with insurance 
now that the railroads have sunk into 
desuetude should occasion little wonder. 
As a business it ranks with the foremost 
enterprises of the age and, therefore, 
offers a fruitful field for political ter- 
rorism and plunder. It would be as diffi- 
cult to think of commerce without in- 
Surance as it would be to think of trans- 
portation without railroads. Modern life 
has become so completely immersed in 
the theory and practice of insurance that 
there are few contingencies affecting 
human relationships to which its prin- 
ciples have not been successfully applied. 
It is perhaps our most universal institu- 
tion, reaching in its wide sweep all 
classes of people, all industries and all 
business ventures. To human progress 





it has become essential and as a means 
towards general economic security it is 
indispensible. The prospect, therefore, 
that it may be tinkered with and ex- 
ploited by designing, corrupt or ignorant 
politicians is worthy of the most seri- 
ous consideration, 


Origin in Private Enterprise 


The origin of insurance was in private 
enterprise, and it has attained its pres- 
ent leading position as a world force 
through the initiative, ability and fore- 
sight of individuals, State interference 
with or state participation in this vital 
business never has added a new or bet- 
ter theory or an improvement in general 
practice or procedure. Success has come 
from freedom and the slavery imposed 
by excessive governmental domination is 
incompatible with its future progress, 
just as much as it is with the future 
progress of any essentially individual- 
istic enterprise. 

The state has fulfilled its duty to the 
people in regard to insurance when it 
provides for general oversight of the 
business, sees to it that corporations en- 
gaged in covering risks are solvent and 
able to meet all present and future obli- 
gations, recognizes their officers and 
agents as members of a profession to be 
licensed in the same manner as are doc- 
tors and lawyers, prevents wild-catting 
and fraud, and furnishes a prompt and 
speedy remedy at law or in equity for 
those having grievances as to the adjust- 
ment of claims. Aside from such stew- 
ardship in the interest of the insured 
the state has no more concern with the 
insurance business than it has with the 
grocery or dry goods business: 


State Insurance a Failure 


The greatest menace to insurance sta- 
bility and prosperity is the tendency 
towards state participation in the busi- 
ness and the trend towards repressive and 
unsound rate regulations. These largely 
are purely political manifestations, agi- 
tated and sponsored without any regard 
for economic considerations and compar- 
able with the anti-railroad propaganda, 
the results of which now are such a 
ghastly reminder of the ruinous effects 
of too much government in business. 

In no instance where it has been tested 
has state insurance, even though heavily 
subsidized, proved a success. Wiscon- 
sin tried life’ insurance and failed 
miserably. Massachusetts is stumbling 
through the same dark corridor of theory 
with the pit of failure ahead and yet 
to be evaded. North Dakota entered 
into a variety of insurance ventures and 
the Nonpartisan League proposed still 
more, and we know the result of state 
socialism there. The Minnesota legisla- 
tive commission which studied the sub- 
ject of state workmen's compensation in- 
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To Rent—Bank Floor 
Westminster Building 


7,500 square feet on choice corner in heart of 
Chicago Loop, 


Dearborn & Monroe Sts., S. W. Corner 


Very desirable for a Life Insurance General Agency 
Near shopping district— 
Banks and Post Office, just a square from State and 
Madison, the world’s busiest corner. 


WILLIS & FRANKENSTEIN, 


Westminster Building 
CHICAGO 

















Which is Best? 





HIGH COMMISSIONS which 


ADVANCES—mortgaging 
your future, stealing 


your independence. 


now-a-days with 





This 


NATIONAL FIDELITY CO- 
OPERATION, intelligent, re- 


This or 











weaken your Company and do sourceful and tireless, always 
NOT necessarily mean more commend 
MONEY to you. pence 


NATIONAL FIDELITY TOOLS— 
complete coverage, up-to-the- 

minute policies, selling p and 
ideas of proven merit, advertising 

that really prepares a favorable atti- 
tude toward you. 


NATIONAL FIDELITY TRAINING and 
educational service which enlarges your 
capacity to SERVE and to EARN, 


h 
— These help you to build and to develop to 
your greatest possibilities. 


These carry INCREASING WEIGHT. 


Write ALL ages 10 to 60; all standard plans and some special 


service-rendering and “‘commission-winning” policies. 


For choice territory in lowa, Minnesota, Nebraska, South Dakota, 
Oklahoma and Texas 


Address 


NATIONAL FIDELITY LIFE INS. CO. 


SIOUX CITY, IOWA 
RALPH H. RICE, President 

















Founded 1865 


THE PROVIDENT LIFE AND TRUST 


COMPANY OF PHILADELPHIA 


Penna. 


Vice-President Coolidge says, “Look well then 


to the hearthstone; therein all hope for America 
lies”’. 


The man who is looking well to his hearth- 


stone is very apt to take out an endowment policy. 
It will carry out his purpose for his home if he 
dies, and it will also keep the fire on his hearth 
in his own old age. 


And it is an unselfish policy, for it does not 


shift upon his children the provision for his own 
old age. 





Fourth and Chestnut Streets 
Philadelphia, Pa. 
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Backing Up the Agent 


During the first six months of this year, 5,211 
Letters of Welcome were sent to new Guardian 


policyholders. 


Backing up the Agents’ efforts with a courteous per- 
sonal touch that strengthens the bonds of friendship 
between the policyholder, the Agent and his Company 
is just another example of Agency Co-operation as ‘prac- 
ticed by the Guardian. 

If you want to know the whole story of what this Company is doing for 
__ itd field men, address: 
T. LOUIS HANSEN, Vice-Pres., or GEO. L. HUNT, Supt. of Agencies 


The Guardian Life Insurance Company 
OF AMERICA 


Established 1860 under the Laws of the State of New York 
Home Office 50 Union Square, New York 











| WANTED 
WE WANT A MANAGER 


in every important center in Indiana where we 
are not represented. Only men of ability and 
probity will be considered. We offer liberal 
commission contracts to agents and salable 
policies to the public. The proposition we 
offer is unusual. Correspondence confidential. 











GARY NATIONAL LIFE INSURANCE COMPANY 


Gary, Indiana 
WILBUR WYNANT, President 

















The 
Ouro Nationa Lire Insurance Co. 


CINCINNATI 
ALBERT BETTINGER, Pres. 


desire to negotiate with a high class man for the State of 
Kansas. If you want a State Agency for Kansas and can 
convince us that you are really worth while, we will get behind 


you in a big way. If interested address 
T. W. APPLEBY, 


etary. 
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QUALITY INSURANCE—CHARACTER SALESMEN 
'  ‘Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal eaen, who is 
“Four Square” and willing to work; can make not less than $20,000.00 per year helping 


us to continue the breaking of all Life Insurance records. 


. Great opportunity for the men who can qualify!! 
| From i. 1919 to May, 1920, Twelve months—one year—we wrote Ten Millions 


' Life Insurance. How? Let us tell you. We have the plans; we furnish the leads. 
| If you can qualify, write or wire. 


“THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
we TOPEKA, KANSAS 











surance in Ohio and elsewhere reported 
most unfavorably, and the effort to 
fasten such a system on this state proved 
to be a happy failure. In New Zealand, 
England and other countries state life 
insurance has had a fair trial and never 
has been able to compete on equal terms 
with private enterprise. 


Easy to Léad Unthinking Astray 


But despite the many lessons which 
have been learned in the school of ex- 
perience, it is easy to lead the ignorant 
and unthinking astray by holding out 
the lure of a state largess or bounty, or 
by pointing to the few isolated examples 
of sharp practices, excessive rates and 
law evasions of privately operated in- 
surance companies. The facts are that 
as a whole insurance has been conducted 
on a cleaner, more honorable and more 
scientific basis than has any other large 
enterprise and the tendency always has 
been upward. 

Insurance lends itself so readPly to 
competition and there is such an in- 
satiable demand for new capital that in 
most instances rates are at the lowest 
minimum .compatible with safety. In 
fact one ‘of the gravest dangers which 
the business has had to contend with 
has been the unwarranted reduction in 
charges sometimes made by the com- 
panies themselves as a result of competi- 
tion, and the consequent threat of re- 
serve depletion and ultimate disaster. 
Some of the existing rate regulatory 
laws recognize this factor and there 
even has been a tendency, as in Minne- 
sota where a state board fixes workmen's 
compensation charges, to require all in- 
surers to make the same levies in order 
to avoid disastrous cut-throat competi- 
tion. Such acts have the sanction and 
approval of all reliable and substantial 
companies as to the general principle in- 
volved. 

There is, however, a present trend to- 
wards summary legislative rate revision 
downward which must not be overlooked, 
as insurance charges are based, generally 
speaking, on scientific and mathematical 
determinations, or as near so as is hu- 
manly possible. These principles cannot 
be meddled with by politicians or ad- 
justed by ill-advised and perhaps preju- 
diced legislators without inviting chaos 
throughout’ the whole vast and compli- 
cated structure of insurance. 


Great Factor in Prosperity 


Insurance has been instrumental to a 
degree which few of us appreciate in the 
wonderful American prosperity of the 
last century. The immense reserves 
which must be maintained inviolate for 
the protection of the insured have been 
invested in all manner of industries and 
a great variety of enterprises, from home 
building to agriculture, and have become 
the keystone of the credit resources of 
the nation. Every policyholder, large or 
small, is thus made a silent and by no 
means indirect partner in these under- 
takings and the protection and benefits 
on each side of the ledger are mutual 
and reciprocal. The effect of legislative 
repression of insurance goes to the deep- 
est roots of our economic system and 
stifles or limits the great flow of capital 
into productive enterprises. In 1920 pre- 
miums paid on insurance aggregated 
$2,894,000,000, excepting local mutuals, 
assessment companies and fraternals, 
which if included probably would bring 
the’ total to more than $4,000,000,000, and 
a large part of this immense sum was 
poured back as new and liquid capital 
into the channels of trade and commerce. 
Suddenly eliminate insurance as a factor 
in business and our whole well-knit in- 
dustrial system would fall as if a house 
of cards. 


Danger in Political Control 


Obviously the American people cannot 
afford to turn over the mammoth insti- 
tution of insurance to the politicians to 
intrigue about. To do this would invite 
the same disaster which has befallen the 
railroads. We ought to have the sense 
and the foresight successfully to combat 
the efforts of the scattered idealists, the 
minority socialists and the omnipresent 
demagogues who are seeking new busi- 
ness enterprises to rule, and ruin if they 
rule. And then there are those who look 
with greedy eyes on the gigantic insur- 
ance reserves maintained for the protec- 
tion of the insured which might be 
tapped for political purposes. This ele- 
ment is the most sinister and dangerous. 
Insurance spells service and protection, 
something no government can give in 
business, in competition with private en- 
terprise. 





DESIRABLE TERRITORY 
FOR ALERT AGENTS 


. Always ready to negotiate with 
men who can establish their 
capacity to pay for a reasonable 
volume of New Insurance 
regularly—good business placers 

steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 








A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual values, 
makes an Insurance Proposition which in 
the sum of all its Benefits, is unsurpassed 
for net low cost and care of interest of all 
members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 

















-ACTUARIES 


| trae F. CAMPBELL 
CONSULTING 
ACTUARY 








343 S. Dearborn St. 
Telephone Harrison 3384 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 
29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_— J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Manecur Bidg. 


INDIANAPOLIS 
Hubbell Building, OES MOINES, IOWA 








| JULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCO 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 

Premiums, Reserves Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and al! Life In- 
surance Forms Prepared. The Law of 
Insurance a weer 

Colcord Bidg. KLAHOMA CITY 








J H. NITCHIE 
e 





ACTUARY 
1523 Association Bidg. 19S. LaSalle St. 
Telephone State 4992 © CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 








Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 








Consuttine Actuary 
402-404 Kraft Building 


P's S. WITHINGTON 
Tel. Wainat 3761 DES MOINES, [OWA 








OHN E. HIGDON Actuaries & Examiners 


OHN C. HIGDON { £2 Gate Builtins 
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ACTUARY MEAD TELLS 
OF SUBSTANDARD RISKS 


(CONTINUED FROM PAGE 3) 


plicable to the business fabric of the 
individual company. Just as surgical 
implements and surgical treatises do not 
determine the result of surgical opera- 
tions, mortality ratings for substandard 
types do not determine the resulting 
mortality factors which will be experi- 
enced on substandard business. These 
will be determined only by the personal 
equation of the underwriter, his concep- 
tion of the types to be assumed in the 
various mortality groups or classifica- 
tions and indeed another factor over 
which he has but little control, the type 
of business which comes before him for 
treatment. 


Modified by Selectors in Field 


“Battle as he will, the underwriter 
cannot wholly withstand the onslaught 
of a business of unfavorable complexion, 
i. the results attained by him will be 
sonulieniie modified by the selectors 
in the field. The mortality results on 
substandard business will also vary 
greatly according to whether it comes 
from rural communities or smaller cities 
or the larger cities. It will also vary 
considerably according to different sec- 
tions of the country; for instance, as to 
whether it comes from southern states 
or from northern states. 

“One large company that I know of 
where the selection has been very care- 
ful, particularly on risks which were 
generally recognized as being border- 
line, has made the statement that its 
mortality ratios on many classes in the 
Medico-Actuarial Investigation is very 
much lower than shown by the aggre- 
gate experience in the Medico-Actuarial 
Investigation. Naturally, in that event 
there must be some companies where 
the results were very much worse than 
the total shown by the Medico-Actuarial 
Investigation. This is an added reason 
why caution should be used in applying 
the results of the Medico-Actuarial In- 
vestigation, as well as a reason in addi- 
tion to the other aspects to which I 
have just alluded, why it may never be 
advantageous to have a joint mortality 
investigation on risks rated as _ sub- 
standard, but should rather rely upon 
the published results of individual com- 
panies in order that those results may 
be properly interpreted, 


Variation in Experience 


_“To further illustrate this point atten- 
tion may be called to the fact that at 
the recent meeting of the Association 
of Life Insurance Medical Directors 
there were presented two papers on 
albuminuria and casts, one from an ex- 
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Provident Life 
Insurance Company 
Bismarck, North Dakota 
Insurance in Force, $13,500,000 











H. H, STEELE, F.L. CONKLIN, 
Secretary 
Cc. L. YOUNG, H. B. BEACH, 
Vice-President Ast. Sec. and Actuary 
J. L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 











perience derived by the Metropolitan 
and the other by the Mutual Life. The 
result of these experiences showed a 
wide diffeernce from that of the New 
York Life, that shown by the Metro- 
politan being particularly high. - This 
illustrates that the mortality experiences 
of different companies on substandard 
business are likely to differ quite widely 
for reasons which we have referred to 
above. 

“Mortality ratings for substandard 
aspects must be carefully considered in- 
dividually to suit the individual needs of 
the. individual companies desiring to 
make use of such ratings. In other 
words, each individual company should 
work out by evolutionary methods its 
own substandard system according to 
the conditions and equipment applicable 
to it and this will devolve upon the staff 
of the individual companies which alone 
is familiar with the individual conditions 
and equipment. 


Big Problems in Business 


“He is a bold and audacious knight- 
errant who would attempt to present 
and recommend all at one time a com- 
plete system of substandard insurance 
to any company, especially if he has not 
had some considerable experience in 
substandard insurance or if he were not 
to be jointly responsible for the subse- 
quent selection in that company, the 
subsequent interpretation of the types 
and complexities of types which are to 
be granted insurance under the various 
ratings. So far as our own company is 
concerned, after operating substandard 
business for ten years as above indi- 
cated, we find that our great problem 
is not what the ratings should be for 
classes of substandard risks but it is the 
selection and interpretation of the types 
which are to be included in the various 
rating scales. It is this problem which 
is constantly staring us in the face and 
on which we are groping for more light 
and seeking for further information 
wherever we believe it may be found. 

“We employ the numerical method 
of rating, for which we believe there is 
no substitute in connection with the 
treatment of substandard risks, if the 
numerical method is defined as some 
method by which an attempt is made to 
affix a numerical value to the risk as a 
whole by the employment insofar as 
possible of definite, fixed standards for 
various aspects of the risk. Even those 
who do not employ the numerical 
method must at least assign some vague 
quantitative value, or something of the 
sort, to each risk or at least each border- 
line risk to determine whether to accept 
or decline. 


Smaller Reserves Opposed 


“IT am not at all in favor of the idea 
that smaller reserves should be held on 
substandard insurance than on standard 
—quite the contrary. While it will be 
generally admitted that there are vari- 
ous types of substandard risks consid- 
ered from the point of view of incidence 
of mortality—some tending to show a 
constant extra mortality through a long 
period of life and some similarly show- 
ing a constant extra mortality through 
a long period of life and some similarly 
showing a constant extra percentage of 
mortality and some even showing an in- 
creasing percentage of mortality 
throughout a large portion of life and, 
again, others showing an increasing per- 
centage for a number of years with a 
tendency thereafter to diminish, and still 
others showing a decreasing percentage 
of mortality—it does not seem at all 
feasible or practicable, especially as we 
are not always sure as to whether a type 
comes under any one of these particular 
classes, to base our premiums and re- 
serves upon a varied set of mortality 
tables expressing all of these types; 
rather, it seems to me that a most prac- 
tical system is to average all of these 
types and employ tables. providing for 
extra percentages of mortality based 
on that used for premiums and reserves 
for standard insurance. I am in favor 
of using this system for these types 
with the understanding that if at any 
time it appears that any risk of these 





IF YOU ARE BIG 


enough to Develop and Hold 


A DISTRICT 


of Four or more Counties in Ohio, 
Indiana, Ilinois, Missouri or lowa, 
getting, training and handling the 
necessary agents, write_NOW-to the 


FARMERS NATIONAL 
LIFE INS. CO., Chicago, III. 


F. N. L. BUILDING 
3401 Michigan Ave. 


N. B.—Full line of policies, for ages one day to sixty 
years, with accidental death and monthly income total 
disability provisions. 














Confidence 


Ability - Service 


The Splendid Record of the Past Year is a Challenge that will 


be met by every Fearless Agent who Grasps the Fact that 


INothing can Defeat Diligent and Honest Toil. 


1921 Will Reward Workers, but not Shirkers 


New England Mutual Life Insurance Co. 


87 Milk Street, Boaton 


Seventy-seven Years of Faithful Service 
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Hotel La Salle has won this 
title with an experienced and 
critical public because of its 

happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and serv- 
ice with nothing lost of old 
fashioned hospitality and home- 
like comfort. 








2 es ee ee ss ee 




















THE 





NATIONAL UNDERWRITER 





November 24, 1921 











An Exclusive Life Reinsurance Company 





THE REINSURANCE LIFE GOMPANY 
OF AMERICA 


DES MOINES, IOWA. 


Prompt Service Full Coverage 


Attractive Contracts 








More Than 1'4 Million Policies Now in Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 

Jan. 1, 1911 Jan. 1, 1916 





Jan. 1, 1921 


Assets $ 5,614,764 $10,279,663 $22,885,957 
Policies in Force 371,106 613,615 1,277,277 
Insurance in Force 49,245,028 89,596,833 251,594,364 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Pennsylvania, Michigan, IIlinois, and Missouri. . 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
- OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 








Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 














oe? The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mgr. 
New Masonic Temple Washington, D. C. 








types becomes standard that, upon satis- 
factory certificate of health, the policy 
will be reissued on a standard basis. 


Other Important Types 


“In addition to the types referred to 
above, there seem to me to be two other 
important types, the occupational type 
with the accidental hazard which can be 
covered with a constant extra premium 
and the very difficult and important 
type with serious medical impairments 
such, for instance, as gastric ulcer, 
where the hazard of the group rapidly 
decreases from the date of attack and 
which can equitably be handled by an 
extra premium for a stated period of 
years, 

“There are some companies that use 
the numerical system of determining 
mortality classification and then, having 
done so, undertake to grant insurance 
at a rated-up age giving the same pre- 
mium rate as would be required by the 
table providing the extra percentage of 
mortality anticipated as a result of the 
numerical rating. I have never been 
able to understand how they have been 
able to function satisfactorily under this 
system. Let us illustrate one of the 
difficulties; we will assume that a com- 
pany issues $10,000,000 of substandard 
insurance on the basis of 150 percent 
rating and uses, very properly, we think, 
for the purpose of premiums and re- 
serves, a table which provides for 150 
percent of mortality according to the 
standard table. Let us suppose that all 
the polices are issued at age 30 and are 
divided as follows: $5,000,000 ordinary 
life, $4,000,000 20-payment life and 
$1,000,000 20-year endowment. The ex- 
pected mortality the first year would be 
$124,330. Assuming a mortality the first 
year of 40 percent of the expected the 
death losses would be $49,732. On the 
other hand, if a company grants insur- 
ance on these same risks according to 
the rated-up age method, rating up, let 
us say, the ordinary life policies eight 
years, the 20-payment life policies nine 
years and the 25-year endowment poli- 
cies 12 years, the expected mortality 
will be only $93,830, as a result of which 
the same death loss will give a 53 per- 
cent mortality by the table thus used 
instead of 40 percent mortality accord- 
ing to the extra percentage table. 

“Numerical ratings, it seems to me, 
should not be adopted bodily from the 
Medico-Actuarial or any other joint ex- 
perierice or from the experience of any 
individual company for the various rea- 
sons named above. 


Importance of Underwriters’ Work 


“T am a firm believer in the value of 
the work done by medical directors, but 
I am more in favor of the value of the 
work done by an experienced under- 
writer, be he medical director or lay 
underwriter. Frequently the work of 
the latter is even more generally effec- 
tive than the work of the medical direc- 
tor. The most important aspect in 
underwriting is not the medical aspect 
in a large proportion of cases, but it is 
the broad underwriting aspect and fre- 





DECISION IS REVERSED 


LIMITS POLICY FORFEITURE 





Mississippi Supreme Court Says Com- 
pany Must First Give Notice of 
Amount of Dividend 





Holding that a life insurance company 
which operates on the participating plan 
cannot declare a policy forfeited for 
nonpayment, after the beginning of ap- 
plication of profits to the premium, until 
it has given notice to the insured as to 
the amount of the dividend apportioned 
to the policy, the Mississippi supreme 
court has rendered a decision in favor 
of Mrs. Miriam R. Owen of Bolivar 
county, against the New York Life, re- 
versing the lower court. The case was 
considered one of vital importance to 
life insurance companies. 

Following is the substance of the 
court’s ruling: 

“Where a life insurance policy pro- 
vides that the insured shall share in the 
profits of the company to be ascertained 
annually, and that at the end of the sec- 
ond insurance year, and on each anni- 
versary thereafter, such dividend as 
shall have been apportioned by the com- 
pany to the policy. will, at the option of 
the insured, be applied toward the pay- 
ment of premiums, and where the appli- 
cation, which is made a part of the con- 
tract of insurance, contains express 
directions that all dividends shall be ap- 
plied toward the payment of premiums, 
after the end of the second insurance 
year, the company cannot declare the 
policy forfeited for nonpayment of pre- 
miums until it has given notice to the 
insured of the amount of the dividend 
apportioned to the policy.” 


Must Secure Licenses 


A notice has been sent to Indiana 
companies by Commissioner McMurray 
to the effect that on and after Jan. 1, 
1922, all agents of Indiana companies, 
including interinsurers, must obtain 
licenses from the state department. 








quently fhe trained lay underwriter, in 
cases having a serious medical aspect, 
with medical advice is better fitted to 
interpret the effects of the medical 
aspect on the risk as a whole, especially 
where he has a wide experience in mor- 
tality values, mortality tables and a 
keen sense of proportion and of the 
weights of probability. On the other 
hand the man with medical training is a 
much more effective worker if he has all 
these other qualifications than the lay 
underwriter with these general qualifica- 
tions, but without the medical training, 
but all these qualifications are seldom 
found in one man and therefore it is 
best to utilize the properly balanced un- 
derwriting board as the final control in 
selection.” 








To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


H. M. HARGROVE - 


President 
Beaumont, Texas 

















One inch, one time, 


NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 














Rates per $1000.00, age thirty, includes Double Indemni 
@ premium waiver with $10.00 mon 


District Manager wanted for Cincinnati and surrounding territory. 
THE GEM CITY LIFE INS. CO., Dayton, Ohio 


for accidental death from any cause 
ly income disability. 
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of an expression of approval than other- 




















ONE HUNDRED MILLION DOLLAR MARK | 
PASSED OCTOBER FIRST . | 





Each of the first nine months of 
the year shows a gain over the | 
corresponding month of 1920, 
and October already shows gains 


| 
over October, | 920. | 
“ a | 





BANKERS LIFE COMPANY 
DES MOINES 





Geo. Kuhns, President 











In Business Since 1862 





Cu dryAar J 
LIFE INSURANCE COMPANY 
OF BOSTON, MASSACHUSETTS 


Insures all cl of selected lives, issuing policies om the ordinary, intermediate and 
industrial plan at all ages. It also insures against total and permanent disability. Policies 
of the company are made secure by reserves maintained on the highest standard, with ad- 
ditional contingent eye ayy otection against all emergencies. Information and 
Advice on any matter relat to ‘ap aa is Available at any time through the 
Agencies or Home Office of this eng 











| wise, dissenting voices are being heard 
SAVING BANK SCHEME | from various quarters, complaining of 
(CONTINUED FROM PAGE 1) | unfair competition. The agents, indi- 
| vidually and in groups, are discussing 
the banks on the proposition. The need | the question and in many cases con- 
would be to sell a large volume at a low | demning it. The agency torce of one of 
cost. Mr. Woodward also referred to | the large agencies operating such a plan 
the caution necessary in the selection | recently held a meeting for the discus- 
of the bank. The question of building | sion of this one question. A few voices 
any and loan association memberships was | were heard in favor of the proposition, 
slan taken up by W. H. McBride, of the | but the gencral atmosphere bespoke 
for National Life & Accident, who said that | disapproval and several were strenuous 
ap- the problems were similar and could be | in their remarks. One of the objections 
: treated on the same basis. mentioned, referring to the unfairness, 
intil The discussion from the actuarial | was that the proposition did not offer all 
to viewpoint was of interest, especially as | that it claimed. One of the agents said 
ned no disapproval was expressed. The gen- that the banks were not paying the full 
cme eral attitude seemed to be in favor of | 3 percent interest on the funds, as prom- 
vor the working of such a plan, and sev-| ised. It was said that the savings-insur- 
ivar eral said that they believed the plan | ance plan djd not offer as much as some 
re- would spread and become universal. | of the insurance policies would and that 
was Others said that they doubted its ulti- | the sales were made on the strength of 
cio mate success and believe that after the | the bank’s name. The accounts were 
first of the rush had blown over, the | placed on the books and that was the 
the matter would settle down to one of the | end of the service extended. The de- 
ordinary side-lines of some of the agen- | positors were required to sign a ten- 
a cies. It was also generally expressed | year iron-clad_ contract. The_ agents 
the that there was no danger from undue seemed to feel that the competition met 
tear competition, as an entirely untouched in the form of savings-insurance plan 
class of risks was covered. This was the | was unfair from every standpoint. 
a a of the companies practicing Agency Manager Defends Pian 
as "lr anabeend -insurance plan is being The manager of this general agency 
>m- considered more extensively as time | #@Ppened to enter the meeting during 
1 of progresses and both agents and associa- the discussion and at its completion arose 
ay- / tions are attempting to take a definite | im defense of the plan. He was respon- 
pli- stand on the question. After the dis- | sible for the institution ot the plan in his 
‘on- cussion of the idea at the annual con- | agency and felt that he must justify him- 
"ESS vention of the American Bankers Asso- | self with his agents. His justification 
ap- ciation, the banks took the plan up| was that he had been forced into the ac- 
ms, widely and it spread so rapidly that the | tion by the agents themselves. The agents 
nce agents who came into contact with it | had not been able to sell the people in- 
the in the field began to feel a degree of | cluded in the canvass of this plan and 
yre- unfair competition. There has been con- | as the banks were convinced of their 
the siderable expression of opinion both for | ability to fill this need, they were ac- 
end and against the plan. The Cleveland as- | cepted as a selling force. The savings— 
sociation has adopted a resolution con- | insurance plan constitutes practically a 
/ demning the plan. The Seattle associa- | te"-yeat endowment, one oO the nnest 
: tion has made arrangements to devote | contracts on the market, but one that 
its December meeting to a discussion of | ‘5 S¢!dom, if cver, sold by soliciting 
ana + : g .. | agents. The banks were convinced that 
ray : this subject. In order to treat fairly they could sell this and have since dem- 
_ 1, with the subject the leading Seattle | onstrated their ability. This general 
1€S, bankers have been invited to partake in agent said that had the agents been able 
ain the discussion. Similar action will prob- | tg cover this portion of the market no 
ent ably be forthcoming in other associa-| such proposition would have originated. 
= tions. The banks have given the propo-| The banks realized that their plan 
in sition their approval, as it is a great pro- | would meet these people and at the 
ect, ducing force for savings accounts. It | same time would build up their savings 
to remains for the insurance interests to department. 
ical give their opinion definitely. As for the unfair competition, this 
lly Soliciting Agents’ Ideas general agent made a strenuous denial 
or- The soliciting agents themselves are | of such charges. He said that, although 
a. also expressing their ideas pro and con, | he did not know the exact figures, he 
the and as they are the ones in direct con- | believed the banks are paying 3 per- 
her tact with the competition of the new | cent interest, if they so advertise. He 
is a plan, their viewpoint is guiding the as- | said that the solicitors themselves could 
all sociation action to a great extent. Al-/ not be called unfair. They approach 
lay though there has been in the past more | their prospects as all other agents do 
ca- 
ng, } - 
om 
ey dt d Disability Provisi 
- mproved Visability Frovision 
— | an may be made as soon as disability occurs—no probationary 
4 } Payments begin immediately on approval of claim—no proba- 
} tionary period. 
- f Monthly payments, lifelong, conditioned on permanence of dis- 
| ability. 
Immediate waiver of future premiums—no waiting until next 
anniversary. 
Full amount of insurance paid when insured dies, without deduc- 
— tion for disability payments or for premiums waived. 
This new disability provision brings the service of America’s 
: oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 
For terms to producing Agents address 
| Th t i 
| e Mutual Life Insurance Company 
of New York 
m 34 Nassau Street, New York 

















Northwestern 
National Life Insurance 
Company 
MINNEAPOLIS, MINN. 


A WESTERN, MUTUAL, ANNUAL DIVIDEND. 
OLD LINE COMPANY 


The Company for Policyholders and Agents 
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‘* The Company of Co-operation”’ 
DES MOINES 


LIFE AND ANNUITY 
COMPANY 


We will insure the whole family! Any plan, any age, 
either sex! This is a service our men appreciate these 
days. If it appeals to you, write. 


HOME OFFICE, DES MOINES «-1 si. IOWA 


TERRITORY—IOWA SOUTH DAKOTA 
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THE 


EQUITABLE LIFE INSURANCE COMPANY 


OF IOWA 
RESULTS OF 1920 


$254,538,407.00 of Insurance in Force. 
62,399,248.00 New Business in 1920 (paid for) 


Sixty-nine per cent of all business written 
since organization still in force. 


Home Office, Des Moines 
















For information address: 








CONSERVATION OF BUSINESS 
We are reinstatiny. revamping and cleanin, up indebted policies fur a number of Life Companies, 
thus standardizing and « nserving the oe nape —— = a lay ses, and keeping 
” Our ieee oldies La of eatistactary service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 


THE NATIONAL UNDERWRITER 





































The Farmers & Bankers Life 
Insurance Company 


is an established fact — an integral part 
of the life insurance and financial activities of 
its Home State — Kansas — enjoying the confi- 
dence of the citizens of its neighboring states in 
which it is operating. 


Fullest Co-operation with A gents 





Home Offices, Wichita, Kansas 
















Nvmawne 
Join the Merry Procession NOW 


HE band wagon continues its merry way. Thoughtful agents 
a attracted daily by the Columbus Mutual Life system, which 

offers life agents greater opportunities than were ever presented 
to them before. Perfected Endowment policies constitute the latest 
incentive. Inquiries concerning these are pouring in and bringing to 
the Columbus Mutual many more agents. Perfected Endowment 
policies are easy to sell. 

During one recent month, twenty-five additional agents began sell- 
ing Columbus Mutual insurance in one city alone. Among other new 
agents are two just of age. Their fathers, both general agents, have 
worked for rival companies many years. One long has been the lead- 
ing producer of a leading company. Wis.om, experience and affection 
dictated the choice by these fathers of the Columbus Mutual for their 
boys, just beginning to solicit. 

In October the Company's production nearly equalled the gain for 
the entire twelve months of 1918. 

If you think of a change in connections, write your name and ad- 
dress in the margin and send to the Columbus Mutual Life, Columbus, 
Ohio, at once. You cheat yourself by even one day's delay. 
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and such cases where straight life in- | could undoubtedly take a ten-year en- 


surance is desired, straight life insur- 
ance is sold. They do not force the 
savings plan upon them. Commenting 
upon the sales ability of the banks’ 
forces, this general agent said that 
nearly one-third of his business is now 
being turned in by the solicitors of the 
new plan. This is remarkable in view 
of the fact that there are only five solici- 
tors on the bank force, compared with 
nearly 200 on the agency force. The 
bank solicitors are not life insurance 
salesmen, but savings account solicitors. 
They do not wait until noon to begin 
their work, but put in a full day. They 
make an intensive campaign, covering 
prospects that are never reached by the 
ordinary life insurance agents. While 
the usual agent spends one hour inter- 
viewing an official, the agent of the bank 
plan sees seven or eight junior clerks or 
stenographers. The great volume of 
sales turned in is evident of the field 
before them. 

This general agent continued, saying 
that he did not wish to belittle the abil- 
ity of his agents. He said that they 





dowment, cover the same prospects and 
surpass the bank agents in sales. How- 
ever, they do not. As the banks have 
realized the value of the scheme in the 
building of their savings departments, 
they will organize such plans with some 
agency, which is the reason this general 
agent so readily entered the agreement. 
He did not wish to force his agents into 
unfair competition and does not believe 
that he has done so. If it is competition 
at all, it is fair competition and in many 
cases results in increased sales for the 
agents. It advertises life insurance and 
brings it to a great number who other- 
wise would know nothing of it. 

The agents of the different agencies 
are meeting the proposition with differ- 
ent viewpoints. Some voice general ap- 
approval and others are strenuous in 
opposing the plan. Now that the associa- 
tions have begun to undertake investi- 
gations of the various plans, some 
definite viewpoints of insurance inter- 
ests will be received. As the bankers 
have come to a general decision on the 
matter, the life underwriters will prob- 
ably soon do the same. 

















NEWS OF LOCAL ASSOCIATIONS 








Grand Rapids, Mich—The Novem- 
ber meeting of the Western Michigan 
Association took the form of the annual 


gathering of the members and their 
wives at a banquet. About 65 were 
present and enjoyed the entertainment 


of music and addresses which had been 
arranged by the committee in charge. 

After the banquet President Frank L. 
Brooks gave a short outline of the plans 
of the association for the present sea- 
son, He introduced W. Merrill East- 
cott as toastmaster for the evening. Mr. 
Eastcott was chairman of the committee 
and responsible for the November meet- 
ing. 

The principal address of the evening 
was given by Dr. Alfred W. Wishart on 
the subject “The Human Element in Life 
Insurance.” Dr. Wishart is a man of 
great vision, and a speaker who makes 
practical application of the principles of 
Christianity to the common, every-day 
things of life. The business of the world 
will be most successful when it is done 
on the basis of organized cooperation 
and with the desire of the best possible 
service to mankind. The churches must 
necessarily change their older ideas to 
enable them to cooperate hand in hand 
with the business men all over the 
world, so that the race may be lifted 
as a whole nearer real Christian ideals. 
He eulogized the life insurance business 
as one giving wonderful opportunities 
to the representatives to be real dis- 
ciples of thrift. The life insurance 
money frequently goes to the family in 
their sorest hour of trial, and while it 
cannot replace the bread-winner, it is 
nis monument of service and love to his 
family. 

Short addresses were made by Harry 
M. Truesdell, chairman of the member- 
ship committee, who outlined some plans 


regarding conservation of the present 
membership and the addition of new 
members, and by Henry W. Becker, 


whose contribution to the evening's en- 
joyment was in his characteristic hum- 
orous vein. 
. . . 
Lynchburg, Va—An organization of 
life underwriters in Lynchburg was re- 
cently effected, officers being elected as 





follows: John W. Childs, Northwestern 
Mutual, president; P. G. Cosby, Jr., Equi- 
table of Iowa, treasurer; Wilson Morris, 
Equitable of Iowa, secretary. Gaius W 
Diggs of Diggs & Cary, general agents 


at Richmond for the Penn Mutual, who 
as assistant to the national president 
for the Third district, is directing a 


campaign for more members throughout 
the district, made a talk seeking coop- 
eration of the Lynchburg underwriters 
in the campaign. 

> > . 

Boston, Mass.—The Boston Association 
held its first monthly dinner and smoker 
under the new administration of Presi- 
dent Franklin W. Ganse, Friday. The 
budget system was the general topic of 
the gathering and B. Loring Young, 
speaker of the Massachusetts house, was 
present to discuss the subject of “The 
State Budget,” which paved the way for 
adaptation of the subject to life insur- 
ance by an address by Earl G. Manning, 
who spoke on “The Family Budget” and 
how to apply the budget system and 
sell life insurance with it. 

Mr. Young recalled that Massachu- 
setts up to 1918 never used a budget 
system but kept up a continual financial! 
chaos by allowing legislative commit- 
tees to handle the _ states finances 
Largely through Mr. Young's efforts the 
budget system was adopted and complete 
responsibility for the state’s finances put 
up to the governor, who presents at th: 
opening of each year a complete budget 
of receipts and expenses, with recom- 
mendations. 

Mr. Manning demonstrated how the 
budgets could be used in soliciting life 
insurance by using one of the under- 
writers as a prospect and “selling” him 
the idea. 

A change in the constitution was an- 
nounced, calling for an increase in dues 
from $5 to $6 for active members and 
to $4.50 for associate members. Ther 
were nearly 200 present. 

ee 

Richmond, Va.—Fred W. Tasney, third 
president of the Prudential, delivered th: 
principal address at the November lunc! 

(CONTINUED ON PAGE 24) 
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Seventieth 


Anniversary Year 


BERKSHIRE LIFE INSURANCE COMPANY 


Pittsfield, Mass. 


During this long span of years the Company has maintained a high 
reputation for fair and honorable dealing with 
policyholders and agents. 


William D. Wyman, President 
Winfield S. Weld, Supt. of Agencies 


1921 
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MODERN BUSINESS GETTING METHODS 








No Need to Move on; Your Local Paper 
Can Help You Get Lots More Business 
Right in the Town Where You arz Now 


BY J. 


editor of the Midville Journal were 

discussing the results of the 60-day 
drive which had added $50,000 to the 
production of the former. 

“You think because you have not paid 
out any cash for space in the Journal 
during the past two months that this 
campaign has succeeded without adver- 
t'sing,” said the editor, “but you are 
dead wrong. Why, 
begun, and has had its main inspiration 
all the way through in advertising.” 

“IT don’t see how,” responded 
agent. 

“For the same reason you could not 
see any prospects in the Journal, until 
I showed you,” retorted his friend. 

“Well, I am willing to be shown 
again. Go on.” 


Tai life insurance agent and the 


the 


Advertising Is 
Just Publicity 
“In the first place, you must remem- 

ber that there is a lot of advertising in 

the paper that is not usually counted as 
such. Advertising is just publicity. 
“Take that little writeup I gave you 
that first week; don’t you count that 
advertising? Why, that was a master- 
piece. Charley Grant is some hero in 
this town, and when I stated that you 
came recommended by Charley Grant, 
that fixed you with half of this town. 

Then those little parties to which you 

were invited, and the week-end with 

Col. Sam Thompson. You notice that 

they were all in conspicuous places in 

the paper, and that The Agent was men- 

tioned along with the other prominent 

persons of the party.” 
“Yes, I noticed all that, 


Publicity Had Sold 

Agent to Community 

“You thought that this town had just 
fallen for your good looks, and engag- 
ing manners, eh? Well, they are all 
right, but there was something behind 
all that. The colonel and I had talked 
over the matter, and we decided that 
there were a lot of good folks in Mid- 
ville that needed life insurance of the 
right kind, and we picked on you to sell 
it to us, and we have been selling you 
to this community ever since, before 
you got here.” 
“Well, IT am 
‘ } 5 ” 
“That's all right, too. But you wait. 
hat announcement that you had made 
arrangements with the colonel’s bank to 
have all your notes cashed may have 
heen just an ordinary occurrence to you, 
ut the announcement of the fact in this 
community was the equivalent of an en- 
lorsement of the bank of vour honor 
and integrity, and of the solidity and re- 
liability of your company.” 


Succeeded Because 

He Was Advertised 
es, I know TI have a lot to thank 
u for and IT want you to know that I 
er rateful—” 

That is not the point. What I want 
you to get is that this has been a cam- 
en, and that this little old new spaper 
s played a very important part in that 
mpaign. In short, I want you to real- 
> that your success here has been be- 
cause you were advertised, even if you 
(id not pav for any of it yourself.” 

“Well, I'll admit it, though I never 
realized until now just how much of a 
part the paper hdd played in the big 
success,” 

“Now, here you are talking about go- 
ing over to another town, when the fact 
is that you have just fairly gotten things 


but—” 


sure IT am very much 





Y 


H,. 


this campaign was | 


BRYAN 


cannot 
reading 
don’t you 


going here. If you think you 
find enough prospects in the 
matter of the Journal, why 
advertise for some?” 

“T never have, and I do not know just 
how to go about it. Any suggestions?” 


Mcst Insurance Advertising 

Only an Introduction 

“Well, let’s see. You do not need any 
introductions. You have that work 
done. Most life insurance advertising is 
just that, and no more. It is like you 
going up to a man and saying: ‘I am Mr. 
Brown, agent of the Top-Notch Life.’ 
The man would say: ‘I am glad to mect 
you; what can I do for you,’ and you 
would just repeat the formula of intro- 
duction. That is as far as most life ad- 
vertising gets—just an _ introduction, 
with here and there some recommenda- 
tons. And you wonder why the adver- 
tising does not get you anywhere in the 
making of your sales. But you have 
good sense enough in pushing for the 
name on the dotted line to tell that man 
what he needs, and that you have the 
goods to fill the needs.” 





“Well, put that in your ad. Write it 
this way: ‘If the Grim Reaper should 
call for you, and you could not hand 


Mary and the kids your pay-check next 
month, who would pay the grocery 
bills? You don’t know? Then you'd 
—Better Ask Brown. For 
call Main 243.’” 

“That ought to get him. If he doesn’t 
call up, he at least will be set to think- 
ing, and half the sale will be made be- 
fore I get there.” 


Present Insurance 

Needs in Questions 

“Right you are. Then in your next ad 
you can go after 
protection for some other reason. Why 
there is not an insurance need any where 
that can not be presented on the point 
of a question, if the questioner had a 
sufficiently clear conception of the need, 
and a proper appreciation of the fact 
that his policy would meet the need.” 

“T get your point. Why, that is great. 
And the ads would grow out of the 
every-day experiences. You know I 
used to write letters as a correspondent. 
I had to get up some form letters, and 
the boss said that they had to pull. The 
way I managed to make one that would 


I was well acquainted with, and I wrote 
him a personal letter, making it just as 
strong as I possibly could 
telling him why I wanted him to 
what I wanted all these other folks to 








This article is by the sarre newsparer man who recently gave the 
small town life insurance man some interesting suggestions on this page in 
regard to finiing prcspects ‘n his local paper. 
life insurance agent and his friend tke editor, and offers another interest- 
ing “outside” angle on the life insurance business. 


It deals with the same 








“If I didn’t, I would not sell 


policies.” 


| First Thing Is to Get 


| do not use any such judgment. 








| point, 
| have 


Proper Mental Condition 

‘Sure not. But in your advertising 
that you usually put in the papers, you 
What is 
the main thing you want to accomp! sh? 
You can tell him the truth that is to 
sell him when you get him to the proper 
but what is the thing you must 
before you present that line of 
talk?” 

“Why, his interest, and a readiness to 
listen to what I have to say. I have to 
fight for that, and usually it takes a lot 
longer to get my man in the proper 
mental condition than it does to sell him 
afterwards.” 

“And that is just where you can use 
the paper. Now you will notice that all 
the great national advertisers have some 
sort of a slogan. Why don’t you get 


one? What is it you want these folks 
to do? Why, to ask you about insur- 
ance, don’t you? If you could get a 


dozen men a day hunting you up to ask 
you about their insurance problems, you 
would soon be as rich as Croesus. And 
you can do it. Suppose you start w'th 


a line, ‘Better ask Brown,’ and bul 
your campaign around that idea.” And 
from mere force of habit, the editor 


nicked up his pencil and began to lay 
ut his ad. 


Have Something They 

Want to Ask About 

“Now, the main thing vou are after 
is to get them to have something they 
want to ask you about. You know how 
to get them talking, for I heard you in 
one of your canvasses. You know, as I 
have heard you say. how to ‘create a 
crisis,’ and that is what you want to do 
in your ads. What is that question you 
ask the young husbands—‘Who would 
pay the grocery bills, if their 
should suddenly cease?’” 

“That is the question, and it generally 
pulls them across.” 


many | 


Then I dressed up that letter, so it 
and it was a 


do. 
would fit about everyone, 
sure winner.” 

“That is the point. You create 
crises when you talk to the individuals. 


| Create crises in the propositions you put 


up to the readers in the paper. It will 


| work the same way.” 


believe it will. I'd like 
mighty well to try it. I wish now I was 
going to stay here a while longer, and 
I would surely use the Journal in the 
experiment.” 


B’~ Field for Business 
Right Were You Are 
“It is not an experiment 

demonstrated from the beginning of 

time that it is a success. You life men 
are just that far behind the times. And 
you are not going away. You have writ- 
ten only $50,000 in this town. Over in 

Illinois, there is a man who wrote 

millions in two townships in two years. 

You have not finished up here; you have 

just begun. What you need to do is to 

settle down to a sure-enough campaign, 
good for the rest of your life.” 
“T don’t know about that; 


“Well, I 


It has been 


but if I 


| How Best to Approach 


an interview, | 


another man who needs | 


Man on Life Insurance 


HE New York Life discusses in a 
T very intelligent way as to the best 
plan to approach a man on life in- 
surance. In commenting on the sub- 


| ject it says 


“We sometimes meet a life insurance 
salesman who says there is little use in 
trying to insure men, particularly in 
large cities, because most of the people 
who have money to pay the premiums 
and the disposition to take policies are 
ether already insured or nuts too hard 
for him to crack. Such a man has little 


| knowledge of human nature or of the 


| wise he 
| crease in 


normal growth in population of the 
average town or city, and the constantly 
increasing number of prospects; other- 
would surely know that the in- 
the amount of life insurance 
placed from year to year rarely keeps 
pace with the growth in population and 
the increase in subjects for insurance. 
The most effective way in which one 
writer with many years of successful 
experience goes about it is to take a 


| particular point in his talk with a man, 


| respect, 


‘ make that point the cardinal point, 
do the work, I picked out a man whom | 


| mont once wanted to sell a wagon. 
make it, | 


and 
never get away from it. 
“To illustrate: A man Ver- 
He 
knew it had superior springs; in fact, he 
knew the wagon was right in every 
but particularly strong in the 
springs, so he labored on the ‘spring’ 
quest‘on. To all points against h’s 
wagon he would answer, ‘Why just look 
at the springs.’ It was the springs, the 
springs, the springs, that became the 
main point at issue. He finally sold the 
wagon for a good price and the pur- 
chaser was always satisfied because the 


up in 


| wagon was QO. K. and had such splen- 
did springs. 

“So in life insurance, take your 
‘springs’ and get at your work. Your 


your | Customer will be 


two | 


should stay and run some ads in your 
paper, how would you suggest they 
should be run. I mean, how would you | 
display them? How would you have 
them set up?” 

“Well, you might run different kinds 


at different times. But I think you will 
find that it will pay you best to have 
at least one regular ad that will always 
appear in just about the same form, and 
in just about the same place in the pa- 


per. Pretty soon folks will begin to look 
| for it, and be disappointed if they do 
not find it. I’d make that slogan the 


income | 


| telephone. 


main display line, running clear across 
the space— 


BETTER ASK BROWN 


“That is the thought you 
stick out. And with it, you 
suggestion about the interview, 
So that’s that. For the be- 
ginning, I think I would change it from 


want to 
want 


| the 


the | 
and the 


as well satisfied with 
one vood point as with thirty, although 
you have them all to offer. Do not con- 
fuse or embarrass him with half a dozen 
plans of insurance. By a few questions 
you can easily learn the plan that is best 
adapted to his wants, needs or inclina- 
t'ons, then select your table and ‘stick to 
the springs.’” 


You might start out with 
Make the ‘IF’ stand 
out in a prom‘nent manner—give it a 
whole line. Then I would put in the 
question, and give plenty of white space 
around it. Then I would put in the re- 
sponse, ‘You don’t know!’, and follow 
it up with the slogan. 


time to time. 
a series of ‘ITF’ ads 


Effective Ouestions for 

Almost Every Situation 

“Good enough,” exclaimed the agent. 
“T'll trust you to give it the proper dis- 
play, and the right location. We can 
run the question you have there tomor- 
row, and we will have a new one with 
every issue. We can make that fit al- 
most every situation, and there is no 
end of effective questions that can be 
used. Why, even the old saying, ‘Wives 
sometimes obiect, but widows never do,’ 
can be turned into a question—Tf wid- 
ows never object, why don’t they?’ And 
as the reader ‘doesn’t know,’ the nat- 
ural thing for him to do will be to ‘ask 
Brown.’ That will give me another in- 


terview, and a good chance at a name 
on the dotted line. Gee-e-e, what a field 
of opportunity that opens up. But I 


must get out of here. You run the ad, 
and I will go and write a man whose 
family would be in exactly that fix if 
Grim Reaper came—no pay check, 
and no one to pay the grocery bills. 
What a responsibility we agents have to 
a community like this!” 


Just thinking about your business 
gets nowhere—you must put the con- 
clusions into action. 








THE NATIONAL UNDERWRITER 


November 24, 1921 

















MR. SUCCESSFUL LIFE INSURANCE AGENT 


Do you want to secure a General Agency for yourself? If so, read this, it is 


WORTH KNOWING 


A $5,000 Policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause, $5,000, the face of the Policy 
will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or double 
the face of the Policy, will be paid. 

THIRD, that in case of death from certain specified accident, $15,000, or 
THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental injury, 
the Company will pay direct to the insured at the rate of $50 PER WEEK dur- 
ing such disability, but not to exceed 52 weeks, after which the weekly indemnity 
will be at the rate of $25 PER WEEK throughout the period of disability. Can 
insurance do MORE? And why should any man be satisfied with a policy that 
would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. 
Twenty Payment Life, $167.10. Twenty Year Endowment, $235.10. 


UNITED LIFE & ACCIDENT INSURANCE CO. 
Home Office, United Life Building Concord, New Hampshire 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT **° MONTHLY INCOME INSURANCE. 


is] LATEST POLICIES AND AGENCY CONTRACT Sai:07-taes 
Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 





WANTED 


District Managers and Special Agents 
for 
Several Points in Texas 


INDIANAPOLIS LIFE INSURANCE COMPANY 
Address FRANK P. MANLY, President 








Agency Co-operation 

through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers since 1878. 

A few openings for the right men. 

FIDELITY MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 











UCCESS IS a a i 
ERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, Rigitin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


~~ Sosces OF OUR We have a contract ‘for you under which your 











‘The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas 


F. Daly, President 
Denver, Colorado 














LOCAL ASSOCIATIONS 














(CONTINUED FROM PAGE 22) 


eon last Friday of the Richmond Asso- 
ciation. Mr. Tasney stressed the impor- 
tance of the life insurance man putting 
sentiment above dollars and cents, espe- 
cially in selling protection for the bene- 
fit of widows and children. He was heard 
with marked attention, his utterances 
being frequently applauded. He was the 
guest while in Richmond of Thomas P. 
Reynolds, Virginia manager for the Pru- 
dential, who is president of the Richmond 
association. It fell to the lot of Mr. 


Reynolds in this capacity to introduce | 
| 


him at the meeting. 


The executive committee submitted a 
report recommending that the associa- | 


tion adopt resolutions recently adopted 
by the Cleveland Association protesting 
against the action of certain banks and 
trust companies throughout the country 
in combining life insurance with savings 
accounts. On motion of Neil D. Sills, a 
former national president, action was 
deferred so that copies of the Cleveland 
resolution might be distributed for per- 
usal of the Richmond underwriters prior 
to the next meeting. It was announced 
that in accordance with the amended by- 
laws of the association the annual meet- 
ings will be held hereafter in June in- 
stead of in February as heretofore. The 
understanding was that officers whose 
terms terminate next February will hold 
over until June when their successors 
will be chosen. Two new members were 
elected. These were Mrs, Lulu Jones 
of Richmond and FE. H. Jones of Rose- 
mary, N. C., both with the Atlantic Life. 
> . . 

Racine-Kenosha, Wis.—Arthur F. Co- 
burn, associate actuary of the North- 
western Mutual Life, Milwaukee, was 
the principal speaker at the November 
meeting of the Racine-Kenosha Asso- 
ciation at Racine, Wis., last week. Mr. 
Coburn told of how life insurance policy- 
holders, through the big companies, con- 
tribute towards the growth of business 
and prosperity of the nation, and re- 
counted the assistance given by the life 
companies in the Liberty Loan cam- 
paigns and of the present working of life 
funds in the present reconstruction 
movement. He ‘also went into the sub- 
ject of farm loans and city mortgages 
in connection with life insurance re- 
serves. Life companies investing in rail- 
roads and other bonds, he stated, are 
assisting business to place orders for 
steel and cars, giving indirectly employ- 
ment to thousands, 

. . + 

Chiecago—The Chicago Association has 
planned a gala performance for its next 
meeting, which will be held in the grand 
ball room of the LaSalle Hotel, Tuesday 
noon, Nov. 29. Darby A. Day, newly 
elected president of the association, in- 
tends to make this year one of un- 
equalled success and has inaugurated sev- 
eral new plans that will materially 
benefit the association. This, the first 
meeting under his leadership, will be 
something new in the way of associa- 
tion meetings. It is expected there will 
be about 500 present and a program full 
of “pep” and interest will be presented. 

An invitation has been extended to 
all life underwriters in the city, re- 
gardless of membership in the associa- 
tion, and it is anticipated that at least 
600 will respond to the call. Allowance 
is being made for a thorough acquain- 
tanceship to be made between all pres- 
ent, which will be of great value to the 
morale of the life agents. The program 
itself will consist of eight talks, given 
by the best material available and con- 
fined to four minutes each, As the pro- 
ceedings are to be run on schedule, the 
talks will be held to this limit. The 
speakers will be appointed by the eight 
leading agencies in the city, each one 
being asked to elect the best speaker 
from the agency ranks. One of the at- 
tractive features of the luncheon will be 
the price, the cost to the agents being 
$1, the association underwriting the dif- 
ference, 

Another new feature that Mr. Day has 
been instrumental in inaugurating is the 
extension of associate memberships to 
all those interested in life insurance, in- 
cluding all office forces or outside in- 
terests. The associate memberships will 
be open to all such people and enable 
them to attend the association meetings. 
It will extend the benefits of these gath- 
erings to others than solicitors. The 
arrangement has been accepted by the 
Chicago Association, but has been for- 
warded to the National Association for 
approval before operation. 





“All that its 
name implies” 


The 


Agency Contract 


Write for particulars. 


Nat hvenalge 
nsurance Company 


Home Office, Madison, Wis. 











HOME LIFE 
INSURANCE CO. 


WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


ne 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 











Rates Reduced 





Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contractstoagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 
LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 














